


AMERICAN 


_ [UMBERMAN 





Southern Pine: 


GIANT ON THE MARCH 


See Contents, Page 5 





~, WTW doqay uuy 
GWITJOAOTW 2 rYSteaTuyn 


.<« 








New...for screen 


and combination 


doors of metal 


or wood 


No. 1106 Slide Lock, 


DEXTER LOCK 
DIVISION 


Dexter Industries, Inc., 


Grand Rapids, Michigan 


In Canada: Dexter Lock Canada Ltd., Galt, 
Ontario * In Mexico: Dexter Locks, Plata 
Elegante, S.A. de C.V., Monterrey * Dexter 
Locks are also manufactured in Sydney, 


Australia; Milan, Italy and Porto, Portugal. 


No. 1104 
Key-in-Knob Lock 


New brass or aluminum finishes, new tulip 
knob, new smooth-working functions in com- 
panion key-in-knob and slide locks. There's one 
for every screen and combination door — and 
each one is loaded with Dexter quality features. 
Tie bolt construction. Knob and lever handle 
are pressure cast aluminum. Solid steel spindle, 
stainless steel bolt, strike and escutcheons. Hard, 
lustrous finish of weather-protecting, baked-on 
aluminum or brass pigmented enamel. Adyjust- 
able, surface-mounted strike; no edge hole re- 
quired — only three small cross holes — for fast, 


easy installation. Write for new brochure. 








No. 1104J —has long 
lever handle for jalousie 
doors. 


No. 1106J — has long 
lever handle for jalousie 


doors. Li i 


No. 1102 Economy Slide Lock — same as 1106, 
but has standard knob instead of tulip design. 








No. 80 Dialmatic Door Closer — 
installs in minutes, adjust closing 
speed with twist of wrist. 

No. 45 Spring Chain Stop — zinc 
plated steel, easily installs on 
metal or wood doors. 


WORLD'S LARGEST MANUFACTURER OF LOCKS FOR SCREEN AND COMBINATION DOORS 





YOU GET 


PROFIT 


ON THE FAST-SELLING NICHOLSON ROTARY MOWER FILE 


Mow Your Lawn 


WITH A 


SHARPER BLADE! 


\cHOlsy 
a , a ; , , 
ROTARY MOWER FILE This is the first file designed for sharpening rotary mowers. 


It sells for 98¢. Every time you sell one, you get 49¢ profit 


What's more, you sell a dozen (from a colorful display) 
in just about no time. Since this is just the middle of the 
lawn care season in most parts of the country, there’s still 


for pertect VA\ A) {| time to sell a lot of dozens. 
grooming 


As a matter of fact, there couldn’t be a better time to 
push this file than right now. Most mowers have a lot of 
heavy cutting behind them now. Their owners will welcome 
this low-cost way to sharpen blades at home. 


remove blade irom 'f If you’re not sure about this file, ask your wholesaler. 
: He'll tell you what it’s doing for other dealers. Matter of 
<tr pete ie fact, he’ll probably tell you without being prompted. But 


bevels on eo 


2. eo 
for damage 





edge follow 


angle gigs don’t take chances. Check this now. 














@q THIS IS THE FILE — and this is the display that helps sell the 
file. Post a display near your register—in your garden section 


and in with your rotary mowers 


KO, 
NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND SS 
A 


u.s. A. In Canada Nicholson File Company of Canada Ltd., Port Hope, Ontaric 


NICHOLSON and BLACK DIAMOND FILES 


A FILE FOR EVERY PURPOSE 
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THE L-O-N-@ LEIGH LINE GROWS L-0-N-6-E-R | 


VENTILATING 
FANS 

Ceiling — 

1 type, 2 sizes 


Wall — 
2 types, 4 sizes 


Multi-position — 
2 models, 8” and 9” 


Bathroom — with 
or without lights 


RANGE 

HOODS 
Solid Tops 
Built-in Fans 


Built-in Centrifugal 
Blowers 


Look what's joined the big Leigh family of superior building products! 
Two whole new groups of dynamic fast-movers — all backed by the Leigh 
reputation for guaranteed quality. 


NEW LEIGH VENTILATING FANS are shoo-in winners for both styling 
and performance with all these “buy me’ features: 

¢ Advanced-design, one-piece grilles * Sparkling triple-chrome finish * Ceiling 
fans with reducer and automatic draft-proof shutter built-in * Multi- position 
models complete with adapter and exclusive Weathergard shutter * Bathroom 
units with balanced, extra-quiet centrifugal blowers * All fully guaranteed for 
five years. 


NEW LEIGH RANGE HOODS spark your sales with a host of competi 
tive advantages: 

* Outstanding modern designs * Three popular finishes — stainless steel, an- 
tique copper, coppertone enamel °* Full range of sizes * Three styles — meet any 
installation requirement * Concealed light fixtures, “push-button” controls and 
ventilating fans completely factory wired to outlet box ¢ All styled to sell on 
sight * All fully guaranteed for five years. 

PRICES and full details available on request: Also FREE CATALOG 
of all Leigh Building Products. See your supplier or write to us. 


LEIGH BUILDING PRODUCTS 


Division of Air Control Products, Inc 
1858 Lee Street, Coopersville, Michigan 
In Canada: Leigh Metal Products Ltd., 72 York St., London, Ontario 


BUILDING PRODUCTS 


Awnings & Canopies Outdoor Accessories 
Closet Accessories Aristocrat Mail Boxes 
Full-Vu Bi-fold Doors Ventilators 
Ventilating Fans Range Hoods 
Folding & Sliding Door Hardware 
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American Lumberman and Building Products Mer- 
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Lumberman, Inc. 
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pusticarion 
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Sure-Fire 
Business Builder 
for You! 





Cupples Low-Cost, a he BF Sino, tospreot 


device permits 





easy removal 


SINGLE-HUNG fam |) Se 
BALANCED | 


Aluminum Window Now Has 


Here’s what you and your customers have 

been looking for. A single-hung window with Look at these other features! 
removable sash that permits washing from the 

inside. That means this popular window now Integral fin-trim—just 4 nails to install. 


is perfect for split-level and two-story homes 
as well as for single-story dwellings...a Equipped with the finest mechanical balance, 


vastly increased market for you. assuring whisper soft operation. 

Made to the highest standards of design and Weatherstripped with metal-backed fabric, 

construction. Automation makes it possible S igid. D 

to price this window lower than any previously tronger, more rigid. Dust and draft-free. 

built. And the removable sash is an exclusive Never binds or sticks. Never needs painting. 

feature ...one that will meet immediate ac- 

ceptance, clinch the sale for you. Be among 

the first to sell this big money-maker. Meets the specifications of the Aluminum 
Window Manufacturers Association. 


FHA approved. No service call backs. 


NOW'S THE TIME TO GET INTO THE 
ALUMINUM WINDOW BUSINESS 


The present is good the future looks terrific. Accelerated 
building programs point to an ever-growing use of these 
modern windows an ever-widening market. A Cupples’ 
franchise can be profitable to you from the start. The 
Cupples name stands for the very finest products 

products that have pleased homemakers for more than 


100 years. Why not find out just what a direct Cupples : PRODUCTS CORPORATION 


connection can mean to you? Write today. 
2653 South Hanley Road 
St. Louis 17, Missouri 
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LATE AND 
IMPORTANT 


Newscast 


American Lumberman, July 7, 1958 


NAHB PRESIDENT CAUTIONS BUILDERS ON OUTLCOK. 

Basic demand for housing is strong but homes must be priced at "reasonable 
prices and within the reach ot the mass market," according to Nels Severin, 
president of the builders association. Sales are accelerating at a good rate, 
Severin told builders "for well designed, well located, moderately priced 
housing." 

The plea for lower priced homes was coupled with a pointed remark that 
"builders should not be taken in by extravagant plans of those who would expect 
us to do a difficult job alone." I am confident we all realize that home build- 
ing cannot be expected single handedly to reverse basic trends in the total 
economy. Early in the year, NAHB blithely offered to assume the fuil respon- 
sibility for sparking the economy . .. now they realize the dangers in this 
attitude. 

















NO SUBSTANTIAL UPTURN YET FOR HOUSING. 
May starts reached 98,000 compared to 96,000 in the same month a year ago. 


The total through May came to 387,000 homes; last year at this time 390,800 
homes were started. Dollar-wise building was off 1%. 

VA and FHA activity jumped but they still account for only a small per- 
centage of homes built. lotaLt for May, VA, 29,000; FHA, 89,000. These are, 
of course, appraised requests for homes to be started over a period of months. 








CONTRACTORS HUNGRY FOR WORK, COMPETITIVE. 

Business Week, in their current issue confirms our impression that 
competition among contractors is stiffer with the beginning of "price wars" 
noted in some areas. A Milwaukee contractor is quoted who describes the 
situation as "vicious and sharp, with 10% to 20% cuts from last year quite 
common." 

Dealers report that contractors are putting more pressure on them for 
still lower prices, asking for longer credit and frequently buying inferior 
products elsewhere when no concessions are granted. While most contractors will 
probably ride out the competitive flurry, credit should be watched and it's 
wise to keep an eye on houses you Supply for quality. After all they could 
wind up in your hands for re-sale. 














HIC PLEADS FOR MANUFACTURERS SUPFORT. 

Retailers of all kinds are giving good Support to the Home Improvement 
Council but producers are dragging their feet. To date only 91 manufacturers 
have joined out of some 600 eligible who now advertise nationally. Considering 
the stake of industry in the program, the number of free-loaders seems surpris- 
ing. In the dealer magazine field only American Lumberman, Mississippi Valley 
Lumberman and Kitchen Business have joined HIC in support of retailers, as of 


June 10th. 











LAST CALL KITCHEN TRAINING SCHOOL. 

The school bell will ring soon for the 2nd annual training school for 
kitchen specialists sponsored by the National Institute of Wood Kitchen 
Cabinets. Two courses will be offered at Michigan State University, East 
Lansing, Michigan. The basic course for persons with limited experience will 
be August 17 - 29. The advance course is set for August 17 - 22. 

Speaking before both groups will be Art Hood, American Lumberman. Art will 
discuss creative selling and its importance in getting more kitchen business. 
During the course, students will get into designing kitchens, proper selection, 
finishing and installation of cabinets, built-in appliances, business and sales 
procedures. 
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1. Letitia Lodge, one of 2. Monday, July 14, Letitia 
25,000,000 fanatic followers hypnotized by superb sales- 
of ALCOA THEATRE, NBC-TV. manship of commercial on 

aluminum hardware. 


4. Letitia latches onto builder, 5. Dealer delivers socko spiel 
and together they head for on Care-free living with 
local building-supply dealer hardware of Alcoa” Aluminum, 
(probably you). Letitia's SOLD! 
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ee 


Se 





Yup! This, Letitia 
likes...hardware that's 
handsome, hardy and 
needs no maintenance. 


MORAL #1 


You can't sell hardware 


of Alcoa Aluminum 
unless you stock it. 
(Set up your own aluminum products 


center using attractive Alcoa displays. 
See local Alcoa sales office.) 


MORAL #2 


Have fun watching ALCOA 
THEATRE yourself Monday, 
July 14, when 

Jack Lemmon stars in 
DAYS OF NOVEMBER, 

a tense wartime tale 

of a macabre lottery. 


ALCOA (1) 
ALU AAIN U AA 


aLuMine mM COMPANY OF AMERICA 
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State 
ALABAMA 
Birmingham 
Mobile 
Montgomery 


ARIZONA 
Phoenix 
Tucson 


ARKANSAS 
Little Rock 


CALIFORNIA 
Fresno 

Los Angeles 
Sacramento 
San Diego 
San Francisco 


COLORADO 
Denver 


CONNECTICUT 


A THEATRE 


Station Channel Local Time 


WABT 
WALA-TV 
WSFA-TV 


KVAR 
KVOA-TV 


KARK-TV 


KMJ-TV 
KRCA 
KCRA-TV 
KFSD-TV 
KRON-TV 


KOA-TV 


Hartford-New Britain WNBC-TV 


DISTRICT OF COLUMBIA 


Washington 


FLORIDA 
Jacksonville 
Miami 
Tampa 


GEORGIA 
Atlanta 
Columbus 
Savannah 


ILLINOIS 
Chicago 
Peoria 
Rockford 


INDIANA 
Evansville 
Fort Wayne 
Indianapolis 
Lafayette 


Muncie 
South Bend 


IOWA 
Davenport 
Des Moines 
Sioux City 
Water! 

Cedar Rapids 


KANSAS 
Great Bend 
Wichita 


KENTUCKY 


Louisville 


LOUISIANA 
Baton Rouge 
New Orleans 
Shreveport 


MAINE 
Portland 


MARYLAND 
Baltimore 


MASSACHUSETTS 
Boston 
Springfield 


MICHIGAN 
Detroit 
Grand Rapids 
Lansing 


MINNESOTA 
Duluth 
Rochester 


WRC-TV 


WFGA-TV 
WCKT 
WFLA-TV 


WSB-TV 
WIVM 
WSAV-TV 


WNBQ 
WEEK-TV 
WTVO 


WFIE-TV 
WKJG-TV 
WFBM-TV 
WFAM-TV 
Wed 
7 


ri 
WNDU-TV 


woc-TV 
WHO-TV 
KTIV 
KWWL-TV 


KCKT-TV 
KARD-TV 


WAVE-TV 


WBRZ 
WDSU-TV 
KSLA-TV 


WCSH-TV 
WBAL-TV 


WBZ-TV 
WWLP-TV 


WWJ-TV 


WwoOoD-TV 
WJIM-TV 


WDSM-TV 


KROC-TV 


St. Paul-Minneapolis KSTP-TV 


MISSISSIPPI 
Jackson 


MISSOURI 
Kansas City 
St. Louis 

Springfield 


WLBT 


WDAF-TV 
KSD-TV 
KYTV 


13 8:30-9 PM 
10 8:30-9 PM 
12 8:30-9 PM 
12 7:30-8 PM 
4 7:30-8 PM 


4 8:30-9 PM 


24 9:30-10 PM 
4 9:30-10 PM 
3 9:30-10 PM 
10 9:30-10 PM 
4 9:30-10 PM 
4 7:30-8 PM 


3:30-10 PM 


12 9:30-10 PM 
] 9:30-10 PM 
9:30-10 PM 


2 9:30-10 PM 
28 9:30-10 PM 
3 9:30-10 PM 


5 8:30-9 PM 
43 8:30-9 PM 
39 8:30-9 PM 


14 8:30-9 PM 
33 8:30-9 PM 


6 8:30-9 PM 
59 8-8:30 PM 
delay 9 days 


49 8:30-9 PM 
delay 11 days 
46 8:30-9 PM 


8:30-9 PM 
13 8:30-9 PM 
4 8:30-9 PM 


7 8:30-9 PM 


2 8:30-9 PM 
3 8:30-9 PM 


3 8:30-9 PM 


2 8:30-9 PM 

6 8:30-9 PM 

12 = 10-10:30 PM 
Mon 


6 9:30-10 PM 


ll 9:30-10 PM 


4 9:30-10 PM 
22 9:30-10 PM 


4 9:30-10 PM 
8 9:30-10 PM 
6 9:30-10 PM 
6 8:30-9 PM 
10 8:30-9 PM 
5 8:30-9 PM 


3 8:30-9 PM 


4 8:30-9 PM 
5 8:30-9 PM 
3 8:30-9 PM 


MONDAY NIGHT 


JULY 14 


ON THESE NBC-TV STATIONS 


State Station 
NEBRASKA 

Omaha KMTV 
NEW MEXicOo 

Albuquerque KOB-TV 
NEW YORK 

Binghampton WINR-TV 
Buffalo WBUF-TV 
New York City WRCA-TV 
Plattsburgh- 

Burlington, Vt WPTZ 
Rochester WROC-TV 
Schenectady WRGB 
Syracuse WSYR-TV 
Utica WKTV 


Watertown-Carthage WCNY 
NORTH CAROLINA 


Charlotte WwSOC-TV 
Raleigh WRAL-TV 
Winston-Salem WSJS-TV 
NORTH DAKOTA 

Fargo WDAY-TV 
OHIO 

Cincinnati WLW-TV 
Cleveland KYW-TV 
Columbus WLW-C 
Dayton WLW-D 
Toledo WSPD-TV 
Youngstown WFMJ-TV 
OKLAHOMA 

Oklahoma City WKY-TV 
Tulsa KVOO-TV 
OREGON 

Portland KPTV 
PENNSYLVANIA 

Erie WICU-TV 
Johnstown WJAC-TV 
Lancaster WGAL-TV 
Philadelphia WRCV-TV 
Pittsburgh WIIC-TV 
Wilkes-Barre WBRE-TV 
RHODE ISLAND 

Providence WJAR-TV 


SOUTH CAROLINA 


Greenville WFBC-TV 
TENNESSEE 

Chattanooga WRGP-TV 
Knoxville WATE-TV 
Memphis WMCT 
Nashville WSM-TV 
TEXAS 

Austin KTBC 
Corpus Christi KRIS-TV 
El Paso KTSM-TV 
Fort Worth WBAP-TV 
Houston KPRC-TV 
Lubbock KDUB-TV 
San Antonio WOAI-TV 
UTAH 

Salt Lake City KTVT 
VIRGINIA 

Norfolk WVEC-TV 
Richmond- 

Petersburg WXEX-TV 
Roanoke WSLS-TV 
WASHINGTON 
Seattle KOMO-TV 
Spokane KHQ-TV 
WEST VIRGINIA 
Huntington WSAZ-TV 
Wheeling WTRF-TV 
WISCONSIN 
Madison WMIV 
Marinette WMBV-TV 
Milwaukee WITMJ-TV 
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Channel Local Time 


4 


ll 
4 


):30-10 PM 


7PM 


3:30-10 PM 
9:30-10 PN 
9:30-10 PM 
9:30-10 PM 
9:30-10 PM 
9:30-10 PM 


9:30-19 PM 
9:30-10 PM 
8:30-9 PM 
9:30-10 PM 


Tues. 


9:30-10 PM 


7:30-8 PM 
Tues 
7:30-8 PM 
8:30-9 PM 
8:30-9 PM 
9:30-10 PM 
Sat 
8:30-9 PM 


30-8 PM 
9 :30-10 PM 
9:30-10 PM 


9:30-10 PM 


8:30-9 PM 
8:30-9 PM 


9:30-10 PM 
930-10 PM 


8:30-9 PM 
8:30-9 PM 
8:30-9 PM 


9 














Marlite business is good... 


Dealers report Marlite sales are best ever! 


No question about it... right now is the time to cash 
] 


in on profitable Marlite paneling. Reason? Marlite 


fits the growing remodeling market like a glove. 


It pays to back a winner .. . and Marlite is ahead 
in sales all over the « ountry. It is one of youl highest 
profit items, both in percentage and in total dollars 
of profit per sale. A little extra effort will net you a 
lot of new, profitable Marlite business. And there’sa 


Marlite wholesaler near you, ready to serve your 


arlite plastic-finished paneling ‘== 


needs . take advantage of his delivery service. 
You'll find Marlite is easy to handle, easy to sell. 

New Marlite newspaper ad mats and radio an- 
nouncements are now available. Plan now to use 
them and other effective Marlite sales aids. Call 
your Marlite representative or wholesaler today and 
take advantage of your opportunity for bigger sales 
and profits with Marlite. Marlite Division of 
Masonite Corporation, Dept. 741, Dover, Ohio 


AwPRny 
at Iu, 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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The 

“goin's great 

in ’58” 

with Russwin ! 





New edition of a 


The Russwin AS-58 Superette 


From its new, traffic-stopping display of top-quality 
Russwin products to the handy shelves in back for 
stock, this all-in-one unit is job-designed to make buy- 
ing ca . selling easier for you! 

builders’ center in one king-size 
spacey AULT die enti’ ak ce cae 


a 

Russwin Superette AS-58 is caster-mounted for easy 
positioning on your sales floor. Rolls right up to a 
builder’s set of plans. Measurements: 36-inch wide, 49- 


inch high, 19-inch deep at bottom, 12-inch deep at top. 
PLUS « New, Sales-Sparking Display Mounts! 


Russwin’s AS-58 and Distinctive Doorware 
Mounts are typical of the handsome display units con- 
tinually being made available to All-Star Dealers. Ask 
your Russwin representative about these and other 
All-Star sales promotional services. Russell & Erwin 
Division, The American Hardware Corporation, New 
Britain, Connecticut. 


.. + Gives All-Star Dealers the Edge 
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Watch Raymond Burr as ‘“‘Perry Mason” 
and Barbara Hale as ‘“‘Della Street” 
on The Perry Mason Show, Saturday 
nights, CBS-TV Network, 117 stations. 


L-O-F QUALITY 


WINDOW - 
GLASS 


on IV’s most popular detective series 
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DURING AUGUST AND SEPTEMBER ihe attention of millions of TV viewers 
will be focused on L-O-F Window Glass. This powerful promotion is aimed 
at getting more replacement glass sales for you. The exciting Pe rry Mason 
Show can bring glass customers into your store if you tie in. . . capitalize 


on the window glass label everyone knows. 


BE PART OF THIS PROMOTION! Contact youl L:O:F Glass Distributor 
right now for the display and merchandising aids to be featured on 
The Perry Mason Show .. . they'll identify your store with the window glass 


that customers will be asking for. 


IN MAGAZINES, TOO! Over 100 million times a year .. . every year! The L:O'} 
label is exposed to millions in The Saturday Evening Post, Better Homes @ Garder 


4 


American Home and scores of other national magazines. 


specify L+O°F Quality Window Glass every time you order 


GLASS 


LIBBEY 
OWENS 

, FORD 

| a Great Name in Glass 


608 MADISON AVENUE 
TOLEDO 3, OHIO 
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He 
easy to install... 
reputation helps 
Join the profit parade! 
Built-In Gas Ranges... 





EO. D. ROPER CORP., 


Kankakee, Iilinois 


“AMERICA'S FINEST GA. 


all the They’re 
cut crew time... Roper’s 
you sell. Roper quality keeps customers sold. 
Sell “America’s Finest” . new Roper 
packed with the features buyers want. 


re they are! New way, and built to please! 


leave you more profit. 





CHECK THESE SALES-PRODUCING 
ROPER BUILT-IN FEATURES 


Smart Appearance 


Bright chrome trim. Crisp, modern lines. 
porcelain interiors. 


YNEW] Distinctive Color Styling 
Petal Pink. Canary Yellow. Bronze Porcelain. 
Green Turquoise. Satin Chrome. 


Chrome "'Insta-Set'' Control Panel 
eave all controls safely, conveniently 
at eye level. 


Combination Oven Clock-Timer 


Automatically turns oven on and off. Includes 
a handy 1- hour timer-alarm. 


NEW | Larger Capacity 
Big “Bake-Master” oven accommodates a 40- 
pound turkey or full standing rib roast. 


NEW | "Thermo-Spit" Rotisserie 
Automatically indicates doneness of meats 
and poultry. 


NEW | "Lift-Out'’ Oven Rack Guides 


Leave oven walls smooth, extra-easy to clean. 


NEW | "Air Cushion" 








Full 


NEW 


a 


Oven Door Seals 





ROPER BUILT-IN TOP BURNERS 
ARE AVAILABLE IN 2, 4 or 5-BURNER UNITS 


Seal in oven heat. Keep cook and 


kitchen cooler. 


f NEW |"X-Ray" Oven Door, Interior Floodlight 


i 





Spring-tension bezel permits easy removal of 








Geo. D. Roper-Corp. 
Kankakee, Illinois 


Please rush me full information on the 
new Roper Gas Built-Ins. 


Firm Name 
Individual 


Street Address 


(type of business) 
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window for cleaning. 


NEW | Full-Length Roll-Out Broiler 


Mounted on silent roller bearings. Compart- 
ment is separate from oven. Smokeless. 


Y NEW | Lifetime Broiler Chart 


A guide to better broiling, 
easily accessible always. 


KEEP YOUR HOMES 
MODERN WITH 


yi 
V4 
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SELL FORESTONE SOUND CONDITIONING: 


***to builders 
‘**to contractors 
“**to do-it-yourselfers 





ACOUSTICAL CEILING MATERIAL 


BUILDING PRODUCTS MERCHANDISER 


Here’s Why Forestone* Goes Over 
BIG With Your Best Customers! 
GOES UP QUICK nt stapling edge 


assures easy, economical ap 


plication—simplifies align- 
ment 

CONTROLS SOU ND—abs« up to 70°7, of the 
noise that hits it. You profit from ublic interest 
in sound conditioning 

GOOD LOOKING —Forestone has a rich textured 
look, completely unlike most mechanical-looking 
drilled tile 

REPAINTABLI Forestone may be easily redec-, 
orated without appreciable loss of sound absorption 
and without detracting from its textured beaut) 

GIVES YOU HIGH MARKUP—This, plus the 
fact that Forestone moves fast means BIG PROFITS 
FOR YOU WITH FORESTONI 
Take advantage of this trend to sound conditioning 
now with low-cost Forestone! Nationally adver- 
tised with full color ads in Saturday Evening Post, 
Better Homes and Gardens, House Beautiful, 
Sunset. 
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Simpson Logging Company 
1014 White Building, Seattle 1, Washington 


Please send complete Forestone information and nc 


distributor. 
NAME 
FIRM 
ADDRESS 


ei RE . 


ee ee ee 


~ 


ee ae 


STATE 


CITY 


Please Print 


*Reg.U.S.Pat.Off.—U.S.Pat.No.2,791,289 
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Every Ford has 


SAFETY GLASS 


in every window 


“OUR FORD PICKUPS 
AVERAGE 19.3 MILES PER GALLON” 


Says G. M. Welty, Welty and Son Plumbing and Heating Co. 
Hesston, Kansas 


“We build a handy tool box in each 
side of our '58 pickup, and there’s 
still plenty of extra loadspace 


“Ford’s Short Stroke Six gives us 
the gas-saving performance we 
need. Our 1955 Ford pickup, with 
Overdrive, has over 28,000 miles 
on it and we’re still getting top gas 
mileage! And Ford’s modern Six 
has plenty of ‘get up and go,’ too. 

“Loadspace is another mighty 
important feature with us and our 


Ford Styleside pickup has room 
to spare. Even with a built-in tool 
box on each side we still have more 
loadspace than most other pickups! 
Ford’s handsome appearance 
makes people sit up and take notice, 
too—helps attract business. 

“Ford trucks are sure dependable 
... they’re always ready to go. We 
had a 1952 Ford with 67,000 miles 
on it and never touched the engine 
except for minor tune-ups. 


“Allour Fords have Custom Cabs 


'Y Nin, j 


|. GROSS WE gagp 


and what a difference it makes! We 
drive about 95 miles to pick up 
our supplies and the greater riding 
ease and comfort of Ford’s Custom 
Cab really show up. The small 
extra cost is money well spent, 
believe me. We’ll never buy any- 
thing but a Custom Cab again! 


“We like Ford service, too. Our 
local Ford Dealer has some of the 
best truck mechanics around. He 
knows his business and gives really 


good service ” 
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Bring extra savings to 
~~ your business... make your 


next truck a FORD! 


Official registrations for 1957 show that American 

business buys more Ford trucks than any other make. 

There are many reasons for this popularity . 

many reasons for you to make your next truck 

a Ford! 

wie —_ Ford trucks are your best buy! Ford’s initial 

Handsome appearance of the ’58 Ford Styleside -osts are low and resale value is traditionally 
pickup owned by Welty and Son Plumbing and ee sty ow ane Ssiageng-s va ue = radiwuonany 
Heating Co. helps attract business. Two of their high. The modern Ford Styleside pickups are the 
trucks on the job above , are being used to help lowest-priced models available with full cab-wide 
install a ec tely new heating system in this ar 9 
-aatrgeh —, new heating syste ‘ body ... giving you 23% more loadspace than 
é ome. e,e ° 

any traditional pickup box. 


Only Ford offers the economy of Short Stroke 
Built-in tool boxes in Welty and Son’s 1958 Ford power in all engines, Six or V-8. And Ford’s 
pickup serve as useful storage bins for tools and Heavy Duty V-8’s offer new, advanced durability 
spare parts. The custom-built boxes can be opened al ; i ae ae , es 
easily and quickly from the top to provide direct features. The modern Ford Six, available in Light 
access to commonly used items. and Medium Duty F- and P-Series trucks, is 
equipped with an economy carburetor that gives 
you up to 10% greater gas mileage. It’s plenty 
peppy, too, with more horsepower per cubic inch 

than any other six in its class. 

Ford’s rugged cab and chassis construction 
means these new ’58s are built to last. All this 
plus the proven fact that Ford trucks last longer 
adds up to America’s No. 1 truck value. 

See your local Ford Dealer for the latest in 
’58 trucks or the best in A-1 used trucks. 


FORD TRUCKS 
COST LESS 


e LESS TO OWN 
e LESS TO RUN 
e LAST LONGER, TOO! 


Finance the easy one-stop way! Ask about the nw FORD FLEET TRUCK FINANCE PLAN! 
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VANVIAN OA 


“Say, we’re running low on 


Trinity White Cement 


—seems like there’s been a 


steady stream of it going out.” 


f \ 
VIMY M\ A 
VAN 
“Yes, I'll get another order in 
—we did a good day’s work for 
' ourselves when we stocked 
j 


TRINITY WHITE.” 


WK 
AW 


A product of GENERAL PORTLAND CEMENT CO., Chicago, Dallas, Chattanooga, Tampa, Los Angeles 
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RESEA, 
(itll 
fingertip control 


SLIDING“ FOLDING 
DOOR HARDWARE 





“SILENT SALESMAN" 
| a 
CU Wakise 


CV Wakes 





ORDER YOUR BA contact your GUMeMAlise supplier or write direct to 
“SILENT SALESMAN" . a 

NOW AND START MAKING : 

THAT EXTRA MONEY! - -'_[-=—Ss 70 North Sycamore + Pasadena, California 








THOMAS IMPROVED 


PAINTERS’ TOOLS SPEED 





‘ 


914T-1015T-1116T Pans 
For 7” and 9” rollers 


2222—Industrial Pan 


——— 


912—Bucket Grid 


RUGGEDLY 
CONSTRUCTED 
PAINT TRAYS 

FOR EVERY 





PURPOSE! 


af 





SALES! 


Thomas—pioneer in roller-painting and developer of quality painting tools and 
seamless covers—now presents a line of better tools with built-in sales appeal. 


Cc 


f 


NEW PATENTED SUPREME 
Slip-Off roller—greatest 
improvement in rollers 
since 1944—fits any 
standard cover. Has plas- 
tic end caps with end seal 
and plastic handle with 
screw-out tip. Available 
in 3”, 7” and 9 
S-1207 Style 


sizes 


# { 4 


> 
- le = pe 


‘<~ = (Ny Q 
— ~~ se, 
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THE “SPEEDY” ROLLER 
painter has rod and wing 
nut construction. Avail- 
able in 7” or 9” sizes com- 
plete with wooden 
handle, drawn steel end 
caps and plated steel rod 
X-700 Style). 


NONE GA mene He wa Ategre 


KWIK-CHANGE FRAME is a 
professional tool designed 
for use with either stand- 
ard, jumbo or wood core 
covers. Made for 9”-12 
14” and 18” cover widths. 
Standard wood handles 
18 Aluminum exten- 
sion handles to 23 feet 
3209 Style). 





NEW LIGHTWEIGHT 
TELESCOPING alumi- 
num extension handles 
for industrial paint 
rollers. Standard models 
48” to 90” (48-90AH) and 
72” to 138” (72-138AH). 
Special lengths to 231% 
feet available. 


See your jobber. Wire or write today for full infor- 
mation about the complete line of Thomas quality 
painters tools and seamless paint roller covers. 





, 
Lf HS) 
5 = 
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NEW JIFFY CHANGER pro- 
fessional frame for stand- 
ard, jumbo or wood core 


covers. Has spring 
cushion and end-lock for 
quick change of covers. 
Sturdy aluminum rod— 
large threaded wood 


handle (9CF Style). 





NEW PROFESSIONAL SLIP-OFF 
roller has sectional spring 
cylinders which adjust to 
any cover. Plastic end 
caps and end seal—light- 
weight aluminum rod 
large threaded wood 
handle (09 Style). 


There’s a tool for every price range—type paint 
—paint job. Covers are color-coded to make your 
customer pick ’em up—look ’em over—and buy! 


HOMAS PRODUCTS COMPANY 





Johnson City, Tennessee 
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What’s 


Millwork Strike Closes Six Big Plants 


Strike called without notice according to ojficial of Mid 


western Millman’s Council. 


A strike for higher wages at eight mill 
work plants in Iowa and Wisconsin was 
called June 16 by the Midwestern Mill 
man’s District Council of the United 
Brotherhood of Carpenters and Joiners 
(AFL-CIO). First announcement of the 
strike was made in Sunday newspapers 
Each company then received confirma 
tion by wire on Monday from Council 
headquarters in Wausau, Wis. 

Six of the plants were still closed as 
American Lumberman went to_ press 
They are: Carr, Adams & Collier Co. and 
Farley & Loetscher Mfg. Co., both of 
Dubuque, la.; The Silcrest Co., Wausau 
Wis.; Anson & Gilkey Co., Merrill, Wis.; 
and the Radford Co., Oshkosh, Wis. 

Iwo others, Morgan Co., Oshkosh, 


Economist Sees End to 


The construction industry may well 
be leading the economy out of the “re- 
luctant recession of 1958,” according to 
Dr. George Cline Smith, vice-president, 
F. W. Dodge Corp., New York City, 
who reports that preliminary 
show construction contracts are contin- 
uing the upward movement they began 
in April 

“Because construction is by far the na- 
tion’s largest fabricating industry,” Dr 
Smith said, “the strength now being 
shown by contracts cannot help but be 
reflected in better business in many other 
sectors of the economy.” 

While the Dodge figures for May con- 
struction contracts are not yet complete, 
Dr. Smith says a check of figures now 
being tabulated indicates that many im- 
portant categories will show gains over 
May of last year and that some will be 
at all-time record levels. 

Dr. Smith said that he was not trying 
to be facetious in referring to the recent 
downturn in business as “the reluctant 
recession.” “It is one of the most stable 
recessions in history,” he added, “and it 
may very well be a short term one. Signs 
are multiplying that various lines of busi- 
ness are looking up. I wouldn’t expect 
any quick return to boom levels of busi- 
ness activity, but I do think the direc- 
tion from here on out should be steadi- 
ly, if modestly, upward,” he said. 


figures 
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Wis., and Curtis Companies, Inc lir 
ton, la., did not go out. A union spokes 
man of the Council is reported to have 
said that local unions at Morgan and 


1 
Curtis had accepted new contracts, which 
would not be recognized by the Council 
The Midwestern Millman’s il 
was formed last fall for the 
negotiating uniform contracts 
tire district. Previously each company had 
bargained with its local union. Several 
offers, one official reported, had been 
made to and rejected by the Council dur 
ing the past several months. He said the 
strike was called out of the blue and 
that no attempt had been made by the 


Council to re-open negotiations 


Business Slump 





Hike Floor Tile Prices 
Armstrong Cork Co., Flintkote Co 

and Congoleum-Nairn, Inc., raised prices 

on asphalt and vinyl 


C 2 


about 3% to 314‘ 
asbestos floor tiles, effective July 1 

Armstrong Cork raised base mill prices 
about 3% on asphalt tile and its Excelon 
vinyl asbestos tile. Flintkote Co., New 
York City, raised prices about 344% on 
the two types of tile and Congoleum- 
Nairn, Kearny, N. J., reports its prices 
on the tile “will rise somewhat”, but did 
not specify the amount 

The flooring industry's previous price 
list changes were made last July when 
competitive price reductions averaging 
about 10% took place 


New Wickes Yard 

Preliminary work has begun on a 1614 
acre plot between Elkhorn and Delavan, 
Wisc., 
the Wickes Corporation, with headquar- 
ters in Saginaw, Mich. 

The new yard will be the thirteenth 
unit of the rapidly expanding retail lum- 
ber division of the Wickes Corp., which 
was documented in the October 14, 1957, 
{merican Lumberman 


for a new cash-and-carry yard by 


issue of 


Happening 


JULY 
LUMBER PRICES 
Boost Sheathing Prices 


Weverhaeus« Sales Co. has raised the 


thing fir plywood to $105 


1958 


et from $102 
Customers 
lvwood we Cal 
i spokesman 
Iyvwood mil 
inded panel 
, 


$102 a thor 


thicknes 


July onc 


downs 


From the Markets 
SAN FRANCISCO 


" 
rp Portland I 


Georgia-Pacific 
boosted the price 
from the 

eet 

to $68 plywood items 
to go up proportionately. Evans Plywood 
Co., which has two plants in Oregon 


ilso announc similar price increases 
The $68 price 1 ill below the $72 high 
fall from which prices dropped 

then in three steps down to 

‘ 


$64. Plywood industry leaders agree the 


price boost is the result of a new strength 


n the marke eated by construction 


improvement ularly in home-build 
ms 

SEATTLI lywood is i dollar or 
but cedar mills are fighting 


Hemlock is closely fol 


two stronge! 
to hold prices 
lowing fir, while shingles are steady and 
slow. No. 2 XXXXX red cedar shingles 
bring $7.40 and No. 3s sell at $5.60 
TACOMA 
well behind production except for better 


lumber 


Demand continues to run 


Prices appeat 
\ Weyer 


spokesman said or 


rades of finished 
fairly 
limber Co 


to be holding Steady 
haeuser 
ders have been on the increase at both 
the Aberdeen mill and at the Raymond 
mill on Willapa Harbor 
grades such as 2 x 4s and construction 


Commercial 


lumber are going pretty well and orders 
for flooring and finished siding are ex 


pected to pick up in the near future 


KANSAS CITY Mills have not ex- 
panded their inventories this season any- 
where near the levels of previous years 
and shortages of many key items may 
There 
No. 2 


develop before the summer is over 
is a definite shortage of 1 x 4 
boards at this time. Many of the big mills, 
notably in Arkansas, are attempting to 
raise prices because they have disposed 
of their surplus items and now find 
shortages in various grades desired by 
the trade. Prices of 6” and 8” 
have been advanced about $1 a thousand 
in the last week on the west side of the 


boards 


Mississippi territory 
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What's Happening 





What's Wrong with Our Lumber 


Distribution System? 


Industry spokesmen at 
NLMA seek a 


front to face the « hallenge of com- 


meeting united 


petitive materials. 


The main trouble with lumber’s dis- 
tribution system is that markets have not 
been analyzed by areas or the potential 
by areas and consequently things are go- 
ing along in the same old way, accord- 
ing to James C. O'Malley, president, 
NRLDA, in a panel session at the spring 
meeting of the National Lumber Manu- 
facturers’ Association in Santa Barbara, 
Calif 

O’Malley complained that “there has 
been no recognition of combinations of 
materials, such as lumber and insulation 
and air conditioning, where there is a 
great potential for the lumber distribu- 
tion system.” 

Assisting O'Malley in a panel discus- 
sion on the subject, “Is Our Lumber Dis- 
tribution System Adequate for Present 
and Future Needs?”, were Floyd ( 
Poore, president, National Association of 
Commission Lumber Salesmen; J. Philip 
Boyd, past president, National-American 
Wholesale Lun Association and Rob- 
ert B partner in Timberlane 
Lumber Co., Eugene, Ore., representing 
firms that sell lumber in-transit. 

Boyd told nufacturers: “Unfor- 
tunately n our distribution sys- 
tem has been made with materials other 

yards now 
of their vol 


Taylor 


than what you produce 
are handling only 40 SO‘ 
ume in lumber compared to 80% not too 
many years ago.’ 

Poore asserted that the big fall down 
in the lumber industry has been a lack 
of support for the efforts of commission 
lumber salesmen .. . also insisted that 
the industry must “iron out the diffi- 
culties arising from species competition.” 

Taylor pointed out that lumber’s pres- 
ent distribution system is adequate “so 
far as the availability of lumber itself is 
concerned,” but not adequate to insure 
the lumberman a_ reasonable profit. 
“There’s still too much fighting among 
ourselves in order to acquire a competi- 
tive advantage within the industry,” he 
added. 

Question-and-answer period. All four 
panel members were questioned by edit- 
ors of outstanding publications serving 
the building industry: Gordon J. Lawler, 
editor, American Lumberman; Francis W. 
Brown, editor, Western Building; J. W. 
Parshall, executive editor, Building Sup- 
ply News and Roch Bradshaw, publisher, 
Crow’s Lumber Digest. The following 
points were developed: 
¢ Mill sales managers should spend more 
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time in the field with their distributors 
¢ Closer adherence to lumber standards 
would improve lumber’s position in the 
competitive market. 
¢ Many yards do not specify grade 
marked lumber when ordering from mills 
¢ Abolition of in-transit selling would 
force many smaller operators to close 
down 

Moderator of the panel was Kenneth 
Smith of San Francisco, recently retired 
vice-president, Pacific Lumber Co., now 
a consultant on lumber management 
problems. 


SPECIAL PLAQUE for outstanding leader 
ship and service was presented to Wal- 
ter M. Leuthold, board chairman of 
NLMA, at spring meeting. Leuthold (left) 
accepts the award from Lawrence Kel- 
logg, chairman, association's policy 
committee. 


Flintkote Opens New Insulrock Plant 


Flintkote’s new multi-million dollar 
Insulrock producing plant (shown above ) 
at North Judson, Ind., was opened recent- 
ly to serve Chicago and the midwest area 
and to meet the steadily increasing de- 
mand for the building slab product. The 
Flintkote Co., with a total of 54 plants, 
has two other Insulrock units—one in 
Linden, N. J., and the other in Richmond, 
Va. The new plant will increase Insulrock 
production by about 50% or 60,000 tons 
annually. 

I. J. Harvey, Jr., board chairman, 
Flintkote, New York City, said in an- 
nouncing the official opening: “The 
North Judson plant marks another major 
step in Flintkote’s expansion and diversifi- 
cation program to meet current building 
demands and to prepare for the housing 
and industrial construction needs of the 
60s.” Situated on a 30-acre tract, the new 
plant has 49,000 square feet of interior 
floor space with 113,000 square feet of 
paved yard area. 


Hot Cargos Outlawed 


The Supreme Court ruled in a 6-3 
decision last month that unions may not 
enforce “hot cargo” provisions in labor 
contracts by appealing to workers not 
to handle hot cargo. Voluntary observa- 
tion of a hot cargo provision by an em- 
ployer does not constitute a violation of 
the Taft-Hartley Act, according to the 
ruling 
¢ W. G. Neel became manager of The 
Ruberoid Company’s asbestos fibre div. 
on July 1. Formerly sales manager of 
the Denver, Colo., district, he now will 
make his headquarters in New York 
City. 


¢ Jay F. Simpson has been named direc- 
tor of sales, building materials, for Allied 
Chemical’s Barrett div., New York City. 
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Better Housing Statistics Needed. 


Warns Economist Hoadley 


“There is an appalling lack of compre 
hensive and dependable measures of cur- 
rent construction activity—not to mention 
factual data upon which to make pro- 
jections into the future,” said Walter I 
Hoadley, Jr., treasurer of Armstrong 
Cork Co., in a recent lecture at the 
Southwestern Graduate School of Bank- 
ing, Dallas 

Government statistics covering the in- 
dustry are dangerously inadequate, he 
said, chiefly because of the failure of 
most public, industry and financial lead 
ers to recognize the tremendous stake 
which all have in the far-reaching public- 
policy decisions being made regularly on 
the basis of woefully weak statistics. As a 
result, Hoadley said, it is not surprising 
that funds are inadequate and jurisdic- 
tional disputes persist. 

To acquire more accurate knowledge is 
the No. | problem which must be solved 
to insure the vigorous growth that is to 
widely and confidently predicted for the 
future, he said. The well-known econo- 
mist also made these recommendations 
for the industry: 
¢ To develop better means to make 
mortgage and construction financing more 


Kitchen Specialists 
to Study 27 Subjects 


The National Institute of Wood Kitch 
en Cabinets reports an unusually high 
rate of early enrollments for its 2nd an- 
nual Training School for Kitchen Special- 
ists and announces a curriculum of 27 
subjects for the two-week basic course, 
also a schedule of*15 subjects for the one- 
week advanced class. 

Both courses will be conducted at Mich- 
igan State University, East Lansing, 
Mich., by the university’s Continuing Edu- 
cation Service in cooperation with the 
institute. They will begin Aug. 17, with 
the advanced course ending Aug. 22 and 
the basic school on Aug. 29. Among the 
27 subjects to be taught in the basic 
course are kitchen illumination, install- 
ment selling, principles of advertising. 
kitchen modernization market, kitchen 
finishes, advanced kitchen planning. En- 
rollment is open to owners and employes 
of firms in the retail kitchen business. 

Institute manager Fred F. Montiegel 
says, “The volume of reservations already 
on hand indicates that we soon may have 
to turn away applicants, as we did last 
year.” Tuition for the basic course is $75; 
for the advanced class, $40. Application 
forms may be obtained by writing the Na- 
tional Institute of Wood Kitchen Cab- 
inets, Dept. AL, 75 E. Wacker Drive, 
Chicago 1, Ill. 
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consistently competitive with other de- 
mands on the general money market 

¢ To adopt new market mechanisms 
to facilitate the building and selling of 
new and old structures, particularly 
homes. 

¢ To perfect more economical meth 
ods to build and improve structures 

¢ To recognize the urgent need to 
improve merchandising techniques, espe- 
cially in the residential field, so as to 
awaken greater public interest in_ better 


structures 


Reynolds Co. Moves 


The sales headquarters of Reynolds 
Metals Co. has moved from Louisville 
Ky., to Richmond, Va. Over 400 em- 
ployees were involved in the mass trans- 
fer, reports David P. Reynolds, execu 
tive vice-president of sales. Unaffected by 
the move are seven Reynolds aluminum 
fabricating plants in Louisville 


New Wood-Treating Plan 
N W 1. ting Plant 


A $100,000 wood-treating plant will 
be built in Minneapolis, Minn., this sum- 
mer. The new installation will include 
equipment for the pressure treatment of 
wood with special salts to prevent rotting 
and insect infestation, also will permit 
pressure treatment of wood with fire 
retardant chemicals and with other pre- 
servatives. The plant, which will be com- 
pleted about Oct. 15, will be operated by 
the G. M. Stewart Wholesale Lumber 
Co., Minneapolis, under a license agree- 
ment with Koppers Co., Inc., Pittsburgh 


MERE ARE Tmt TRE 
PeMmUES You LOST Tt 
{AST TIME YOR BAGSED 
4 pOwne OF 


YOU LOSE THREE PENNIES every time 
you package and sell one pound of nails 
from bulk stock, Northwestern Steel & 
Wire Co., Sterling, Ill., is telling its deal- 
ers. The firm is mailing three pennies 
mounted on a one pound Sterling nail 
box along with a card (pictured above) 
to remind retailers surveys prove they 
lose about $3. on every 100 pounds 
of bulk nails they package and sell, or 
3¢ a pound. Although Sterling is a larger 
supplier of bulk nails, it is promoting 
packaged nails because of the latter's 
growing popularity with homeowners. 


Wen Says: What Recession? 


Wen Products, Chicago, manufacturers 
of moderate-priced electric power tools 
and kits, has taken over additional plant 
and office space adjoining its present 
buildings to give the firm 50% additional 
capacity, reports president Nick Anton 
The expansion by Wen was made neces- 
sary by a constantly growing volume of 
business that is almost 100% over the 


Same period a year ago. 


Hydra-Wedge Price Cut 


As a “special inducement to stimulate 
sales” the Hydra-Wedge lumber pile sep- 
arator is being offered for $100 below 
list during July, according to J. M. Mus- 
sard, sales manager for Hydra Prod- 
ucts, Warren, Mich 


Home Starts Hit 1,010,000 Rate 


Home building showed nationwide im- 
provement in May. Private, non-farm 
housing starts swung up to a_season- 
ally adjusted rate of 1,010,000 units from 
950,000 the month before, reports the 
Labor Department. May was the first 
month in which the level passed I mil- 
lion annually since January. In May last 
year, the rate was only 994,000. 

The report indicated recently liberal- 
ized terms for government-backed mort- 
gages were Starting to exercise stimulat- 
ing effects. The department noted that 
housing begun under FHA and VA pro- 
grams was responsible for two-thirds of 
the May rise in home building. 

Appraisal bids jump. The GI housing 
program showed an increase in all cate- 
gories in May over the previous month, 
reports VA. The agency said appraisal 


requests for proposed new homes rose 
4,370 to a total of 29,170 in May—an 
increase of more than 17% from April. 
It was the highest month for new-home 
appraisal requests October, °56 
Appraisal requests for existing homes 
rose 5,431 from April to a total of 
12,157 in May, a gain of more than 
80%; home loan applications in May 
amounted to 8,705, the agency said 
This was an increase of 2,861, or more 
than 46%, from April. GI housing starts 
in May were up by 1,258 from April toa 
total of 6,043, the agency reports 

FHA applications set new record. 
Mortgage insurance applications in May 
were the highest for any month in the 
Federal Housing Administration’s history. 
They rose above 90,000, topping the per- 
vious record of 89,764 in May, 1950, the 


agency reports 


since 
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Grading rough lumber. All Pickering lumber is 
graded according to strict Western Pine Associa- 
tion grading rules 


Since 1894 


PICKERING 


has furnished 
top quality products 


Behind the name Pickering is a rec- 
ord of 63 years of customer satis- 
faction. Pickering has the timber 
resources, the manufacturing facil- 
ities, the ‘‘know how” that combine 
to assure all customers dependable 


quality lumber. 


Pickering is shipping 75 million 
feet annually of “GOLD MEDAL" 
lumber and cut stock, in Straight 
and Mixed Cars — 


SUGAR AND PONDEROSA PINE 
WHITE FIR, INCENSE CEDAR 
Lumber, Cut Stock, Box Shook 


Please conta 
local distribu 

features ‘‘Gold Med 
al’’ products, or drop 
us a line at Standard, 
California and let us 
put him in touch with 


you 


Ask for a copy of our color brochure, 
“Timber’’ 


PICKERING 


Lumber Corporation 
STANDARD, CALIFORNIA 


(Near Sonora, Calif.) 
MILLS: Pickering Lbr. Corp. Standard, Calif 
West Side Lbr. Co. Div. Tuolumne, Calif 
Telephones: Sonora JE 2-7141 
Tuolumne WA 8-4213 
TwXx Sonora 116-U 





Showing Pickering’s rough lumber storage sheds, 
holding over 17,000,000 ft. of rough, dry lumber. 
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NOYO BRAND SALES 
REPRESENTATIVES in- 
specting a redwood 
demonstration panel 
at Union Lumber Com- 
pany’s regional clinic 
held in Hot Springs, 
Ark., recently. 


Regional Clinies for 


Launching the first of a series of re- 
gional redwood clinics, top officials of 
Union Lumber Co., Fort Bragg, Calif., 
along with president Russell Johnson, 
were hosts to 30 of the firm’s Noyo brand 
redwood sales representatives covering 
the southwest at a two-day meeting in Hot 
Springs, Ark., recently. 

The purpose of the meeting was to 
bring about closer relationship and a bet- 
ter understanding of mutual problems 
through exchange of ideas between mill 
operations and sales executives and the 
commission men and wholesalers serving 
the retail dealers. “We couldn’t very well 


Opportunity For 
Redwood Studs 


“There are sales opportunities for re- 
tail lumber dealers in California redwood 
studs,” says Robert S. Mee of Morrill & 
Sturgeon Lumber Co., Portland, Ore., 
wholesale firm. 

Mee told American Lumberman re- 
cently that his firm represents several 
redwood sawmills in northern Califor- 
nia which have been manufacturing stud- 
ding from second growth redwood. 

“Price is about $5 cheaper than other 
studding woods,” Mee said. “We rec- 
ommend that carpenters use coated nails 
with them. Aside from that they are used 
like any other species of stud. 

“The straightness is good and _ the 
shrinkage factor is practically nil,” Mee 
said. “In addition, there is a natural an- 
ti-termite and rot resistance factor in 
these studs.” 

Mee cautioned that redwood studs 
may not be satisfactory when placed on 
a terrazzo floor because the redwood 
will tend to “bleed” on the floor when it 
gets wet. 

“Grading of the second growth red- 
wood studs is under WCLA rules, not 
the CRA rules,” he said. “Douglas fir 
ought to be used for its structural 
strength,” Mee added. “Here is a wood 
which will help lumber dealers and their 





Redwood Reps 


bring our representatives to the mill, so 
we took the mill to them,” Sherman A. 
Bishop, vice-president in charge of sales, 
explained. 

The two-day program included films, 
displays and demonstrations covering red- 
wood grades and related uses, with par- 
ticular emphasis on uppers featuring the 
new Noyo treated siding as well as un- 
treated, also paneling and finish. “Many 
helpful suggestions were advanced by the 
sales representatives to help make the 
handling of redwood easier and more 
profitable for dealers,” reports Bishop. 


customers; for example, a lot of Douglas 
fir is used in roof decking, but the red- 
wood dimension can do this job better.” 

Mee said the mills producing the red- 
wood dimension material will pull for 
Std & Btr. if ordered; the normal stud 
grade has 10-15% utility and Btr. If 
the buyer doesn’t specify grade stamping 
the mill stamps Const. & Btr., but would 
like to see retailers ordering all grades 
stamped 


Forms New Division 

Michigan Wholesalers, Inc., with head- 
quarters in Jackson, announces the for- 
mation of a new division to be located 
at 35 Front Ave., S. W., Grand Rapids, 
The new division will operate from a 17,- 
000 square foot masonry construction 
building located on a rail siding and in- 
cluding truck docks. M. L. McCreery, 
vice-president and general manager, says, 
“The new division will serve 19 counties 
in western Michigan. 

Michigan Wholesalers distributes a 
general line of building materials through 
its various divisions to dealers in Mich., 
Ind., Ohio and West Va. Southwestern 
Michigan dealers are serviced by its di- 
vision in Kalamazoo; south central Mich- 
igan by its offices and warehouse in 
Jackson. Other warehouses and offices 
are located in Fort Wayne, Ind.; Toledo 
and Athens, Ohio, and Dunbar, West Va. 
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How Dodge saves you money 
by matching your truck to your needs 


Dodge medium- and heavy-duty trucks have 
always been built from a wide range of ‘‘Job-Rated”’ 
components to match a truck exactly to your job. 
This means that you aren’t forced to pay for 
capacity you don’t need, and you don’t get under- 
sized units that shorten your truck’s life. Just look 
at the range of components today’s line of Power 
Giants offers: 


In power, there are Sixes from 125 to 141 hp., 
Power-Dome V-8’s from 204 to 234 hp. Exclusive 
Power-Dome V-8 design reduces harmful carbon 
deposits, greatly reducing the need for engine 
overhauls to maintain maximum power. 


In payload, numerous Dodge medium- and heavy- 
duty models offer G.V.W.’s from 11,000 to 46,000 
Ibs., G.C.W.’s from 30,000 to 65,000 Ibs. in gradual 





steps. A wide range of ‘‘Job-Rated”’ axles, trans- 
missions, tires, springs and other components makes 
possible gradual increases in capacity and assures 
you a dependable, economical truck because it fits 
your job exactly. 


In economy, Dodge provides the thriftiest and 
most efficient engine and transmission combinations. 
A range of eight engines and eight transmissions, 
including automatic Torqmatic, makes this possible. 
You save on gasoline, too, because Dodge engines 
operate efficiently on regular gasoline! 

Priced competitively throughout the line, in many 
models Dodge is priced lowest! No matter what 
Dodge Power Giant your job calls for, you'll be 
agreeably surprised at its thrifty price tag. See your 
Dodge dealer soon, and get his special 40th- 
Anniversary deal! 


BD) '@) BD) G — PowerGiants 
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Introducing the NE VV \ Ne 
Economy Framing Anchor E\ °\% News Makers 
that DOES ALL... 


¢ Vernon Sears has been appointed 
manager, builder products marketing, 


TECO 
U.S. Plywood Corp., New York City 


u-al.eli Sl re. In his previous assignment, he was 
& manager, new products development, at 

a z : 
: j \4 the company's Lawrence Ottinger Re 


® Du-Al-Clips are used for all secondary connections search Center in Brewster, N.Y 


acne see ie The Fiera Reinforced Panel Con 

: ; ? cil of the Society of the Plastics Indus- 
Du-Al-Clips grip BOTH headers in floor and ceil- try, Inc., comprised of panel manufac 
ing framing and BOTH plates in roof anchorage. Ys turers and suppliers of raw materials, 
Du-Al-Clips special ‘'Pre-Fit'’ corner projection j ; has elected George R. Huisman as chair 
speeds installation. man and Leonard S. Meyer as vice 
; chairman for 1958-59. Huisman is vice 
president, manufacturing, Filon Plastics 
Corp.; Meyer is with International Mold- 


Du-Al-Clips require no bending ... one type 
of anchor with rights and lefts does everything. 
Du-Al-Clips eliminate toe nailing, notching, ledger 
strips and strap hangers. ed Plastics, Inc. 
© John H. Graham & Co., Inc., New 
York City, national manufacturers’ agents 
of hardware, housewares, garden and 


Get the FACTS about brand-new Du-Al-Clips. 
Send for FREE design data booklet and Du-Al-Clip 


samples. 
building supply and sporting goods prod- 


ucts, has elected John S. Buckley as vice- 


TIMBER ENGINEERING COMPANY 4 president. 

1319 18th St., N.W Washington 6, D. C. : e ( t ( { 

Please send Free Du-Al-Clip booklet and samples AL-586 urtis ompa- 
nies, Inc., Clinton, 


Name Special nails lowa, announces 
ee ere intiedad the election’ of 
with sack corten Frank B. Kreider 

as vice-president in 


Street 
of anchors. 
City Zone State charge of sales 


Circle No. 14 on Coupon, page 102 Kreider 





¢ The Wood Shovel & Tool Co., Piqua, 
Ohio, announces the appointment of 
W. D. Peabody as sales manager 





sy 
(Here's the one that ¢ Hugh B. Jackson has been named gen 


WON'T SHRINK eral sales manager of Clemson Bros 
Inc., and its affiliate, the Victor Saw 
Works, Inc., Middletown, N. Y The 
companies manufacture the Star and Vic- 
tor brands, respectively, of hack saw 
blades, bands and frames. Clemson also 
produces a line of lawn mowers. 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit 
SELLS BETTER because 

it WORKS BETTER ¢ Phil Hitchcock, Oregon political lead- 
er, has moved from Oswego to White 
Swan, Wash., to assist his brother in op- 
erating the White Swan Lumber Co., 
which turns out about 20 million board 


7 ovenay \ feet of lumber each year 
OCK HARD » ¢ A. W. Agnew of Sonoma, Calif., vice- 


U- ag N . 
ten teens ath president and general manager of The Pa- 
© ponatp cific Coast Co., has been reelected pres 
DURHAM ident, Douglas Fir Plywood Assn., Ta- 
cnemeteshd coma, Wash. 


Box 804-8 
es Moines, 
lowa 








you by far the ¢ Two Pacific-Northwest lumbermen, Ar- 
rofit margin 0 thur K. Roberts and Irvin H. Luiten, 
t of this were among three men selected this year 

to receive the coveted national honor roll 

award of the Izaak Walton League of 

America at the league's annual conven- 

tion in Colorado Springs, Colo. It was 

the first time honors have been given to 

finish. Easy | men in the forest industries devoting their 
oe oe sci 5 “edie lle efforts to a better understanding of the 

AETNA PLYWOOD AND “aye bee =e at i ae Re ot conservation of the nation’s renewable 


VENEER COMPANY play. Available in 25, 50, 100-lb. drums fo natural resources. Luiten is director of 


Chicago + Peorias Eikhart industrial users. Order from your jobber. publicity, Weyerhaeuser Timber Co., Ta- 


Indtanapolis * Rockford The PLASTIC Repair Material coma, Wash.; Roberts is education direc- 
MILWAUKEE PLYWOOD CO. tor, West Coast Lumbermen’ 
: , / ) 1s Assn., 
Milwaukee * Wausau in POWDER Form Portland. Ore 
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Home buyers cheer, and you will too, when you include 
ALWINTITE aluminum windows and sliding glass doors. ALWINTITE’s 
many PLUS VALUES are real selling features... consistently 

better workmanship... luster-dip finish for a beautiful 
appearance...special lacquer coating for protection during 
installation... trouble-free operation...the elimination of costly 
call-backs. What's more, General Bronze, the world’s foremost 
aluminum window producer, stands solidly behind every 


ALWINTITE product. Factory-trained window specialists AL | INTITE 


and a responsible national distributor organization 


are always ready to serve you. Write or wire for details. by GENERAL BRONZE 


GARDEN CITY. N.Y 


DRESS: MR. MORT 


ALUMINUM WINDOWS - SLIDING DOORS 
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More and More Builders agree: 


“Here’s why Be 


® 


makes more money 


forme...” 





“Thanks to Benefire, 
I show a bigger profit 
from fireplace jobs. 
It’s the complete fire- 
place form. Just set 
it on the firebrick 
hearth on a Yy” bed 
of fire clay. Bottom 
flange forms a neat, 
tight junction with 
hearth ... speeds up 
construction, seals 
against heat and 
smoke leaks.” 








“It’s easy to lay up ma- 
sonry. Benefire’s square 
sides do away with fussy, 
diagonal courses. Big air 
chambers occupy more 
space . . . Save masonry, 
provide greater heating ca- 
pacity. “Ductops’ are real 
timesavers serve as 
ready-made forms that sim- 
plify ductwork.” 








*Here’s another timesaver. 
Benefire’s smoke dome pro- 
vides a complete form all 
the way up to the flue tile, 
saves ‘free-hand,’ stepped 
corbelling. Dome is angled 
to bring flue directly in 
center of unit. Where larger 
flue tile is required, just cut 
the two light ‘tack welds’ 
with a cold chisel, bend 
out top to fit flue.” 














“Talk about fast work! We 
set the flue in place on top 
of unit, and keep right on 
going. No waiting for mor- 
tar to dry below the flue, 
as is necessary with a stand- 
ard fireplace or other makes 
of fireplace forms. What 
counts, too, is by using 
Benefire / save up to a ton 
of masonry on many jobs, 
yet I can guarantee a per- 
fect fireplace every time.” 
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... and more profits for you, too! 


Make no mistake...the products that make 
more money for your customers are the products 
that will make more money for you, too. And 
Benefire offers your customers money-making 
time-saving advantages they just can’t get in any 
other fireplace form. That’s why so many masons 
and builders are switching to Benefire — why so 
many dealers are boosting their sales with Bene- 
fire and the complete Bennett line. Get the facts 


see your Bennett distributor... 


Double your profits 


Every fireplace you sell 
needs famous Flex- 
screen spark curtains, 
andirons, firesets, other 
decorative accessories. 
Sell the complete order 

and get your share 
of this high-margin 
business! Write for free 
catalog, prices and sales 
aids. Address 758 Pine 
Street 


BENNETT - IRELAND 
é 
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“Thanks to our Armstrong wholesaler 
we spend less time buying, 


more time selling” 





“One source of supply for what we need. Our while “We don’t run the risk of being bypassed. Armstrong 
saler, Addison-Rudesal, Inc., carries the complete Armstrong Wholesalers sell only to established retailers. And it means 
line . . . ceilings, fiberboard, insulation, hardboards. We a lot to me to know that if my prospects want an Armstrong 
find it’s more convenient and profitable to buy from on product, they can’t get a big discount from a pseudo-whol 
reputable supplier than from several different sources. saler.. . they’ve got to buy that product from me! 


2a eI 


2 vm ae 
Rad & a 


_ 


& 


“We let him worry about inventories. We use Addison- “He gives us valuable merchandising help. Our whole 
Rudesal, Inc., as an extension of our own warehouse facili saler’s salesman showed us how to display ceilings. He 
ties. This warehousing service frees our capital and ow trained our men on how to sell them and gave us many pro 
own warehouse space for additional products that answer motional ideas that we’ve used successfully to build yard 
a wider range of our customers’ needs. traffic and profitable ceiling sales.’ 

The Armstrong Cork Company sincerely believes that the wholesaler is vital to the growth and 
prosperity of the lumber dealer. That is why Armstrong Building Products are sold only through 
established wholesalers. For the address of the one nearest you, write Armstrong Cork Company, 


3907 Rieker Avenue, Lancaster, Pennsylvania. 


Armstrong BUILDING MATERIALS 


Temlok Roof Deck Temlok Sheathing Temlok Tile Cushiontone Ce ilings 








ORDINARY GALVANIZED FENCE 
AFTER EIGHT YEARS 


Unretouched photograph (enlarged) of eight year old fence on farm of Paul A. Nobbe near Waterloo, Illinois. 


This unretouched photograph tells the most exciting 
story every recorded about RED BRAND fence. 
Eight years ago, Paul A. Nobbe of Waterloo, IIl., 
put up some Galvannealed RED BrRanp fence. In 
one field he spliced it to a new piece of ordinary 
galvanized fence. 
This fence was not erected as a test of quality. 


But no test could have been more conclusive. Each 


roll was regular dealer stock. They were erected by 


30 


the same man. Spliced together, they had the same 
tension. They were exposed to the same weather 
and atmospheric conditions. 

Eight years later, here’s what Mr. Nobbe has to 
say: “I always liked RED BRANp fence and thought 
it was better. But I never would have believed so 
great a difference would show up in eight years. 

“Believe me, whenever I buy fence in the future 


it will be Rep BRAND.”’ 
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RED BRAND 


IMPORTANT 10 YOU? 


It’s telling your customers RED BRAND is the best fence value. 
It’s showing them proof of RED BRAND’s extra years of service. 
Placing this exciting story in leading farm publications is just one 
of the many ways RED BRAND gives you powerful selling help. 

For many years, Keystone has carried on extensive adver- 
tising in magazines, on radio and now on television. Special pro- 
motion programs are yours for the asking. They will help build 
sales of all your products. 

Buyers instantly recognize RED BRAND woven wire by the 
top wire painted red, RED BRAND barbed wire by the red barbs 
and Rep Top" steel fence posts by the tops painted bright red. 
You’ll find these distinctive marks of quality help lick com- 
petition quickly. 

Don’t wait! Talk to your RED BRAND salesman soon about 
the many features of RED BRAND fence, in addition to Galvan- 
nealing, that makes it the best. Rep BRAND can work wonders 
for you with faster turnover, new customers and more profit. 





KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


RED BRAND” Fence « RED BRAND" Barbed Wire « RED TOP Steel Posts 
Non-Climbable Fence « Keyline Poultry Netting « Ornamental Fence « Nails } - Pe 
Gates « Bale Ties « Keymesh™ « Keycorner « Keybead « Keywall « Keyweld i le OFULS 


fence line 
y : that sells 
, on sight 


Paul A. Nobbe, Waterloo, Ill. 
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AMERICAN LUMBERMAN 


EDITORIAL 


How Star Salesmen Get That Way 


In Most Sales Organizations, 20% of the Men Produce 60% of 
the sales. Here is a Check List of the Reasons Why 


Declining sales has caused many managers to take a closer 
look at their individual salesmen’s weaknesses and his own re- 
sponsibility to correct them. 

At recent management workshops, written answers were se- 
cured to the question “What do your best men do that you can’t 
seem to get from the less able?” 


A recapitulation of the answers is in the box 
| } Better salesmanship 
|} More productive customer relations 
Better understanding of motivation 
Sustained efficient performance 
How to get ‘first things first’ 
Greater friendliness, more courtesy 
Better follow-up and follow-through 
More full line selling 
More and better demonstrations 
Keep our merchandise and service sold 
Organize better presentations 
Close harder, get the order 
Less resistance to ideas, innovations and new products 
More product knowledge and how to use it 
Less belief in what high pressure buyers say 
More ability to service the do-it-yourselfer 
Build sales higher, wider, thicker (related items) 
More and better application of sales training materials 
Better servicing and selling of present prospects 
More ability to educate customers and their people 


More appreciation of the woman as a customer and how to 
handle her 


More showing and less telling—better use of factual proofs 
Better ability to overcome price resistance 

Better understanding customers’ problems, needs and wants 
Genuine interest in customers as people 

More loyalty to management and company 

Financial. moral and intellectual honesty 

Use present customers to get new accounts 


Sincere interest in customer’s success 


More creative thinking and imagination—less canned sales- 
manship 


More drive and enthusiasm—more desire to do a better job 
More aggressive and creative personal prospecting 

More ambition and action for self-improvement 

More sales of items which carry the largest gross profit 
More help by the individual for the next man in line 

Better organization of time and planning of work 

Better understanding of their personal opportunity 


Less price minded-more service minded, maintenance of 
‘you attitude 


More initiative-more teamwork-greater accuracy 


Better understanding of operating statements, trial balances, 


budgets, etc. 


Greater realization of their responsibility in representing the 
company 


Handling complaints with tact, balancing company’s interest 
and reputation 


More and better use of advertising, promotion and sales helps 
Better understanding of their job and its significance 


More understanding of (safe) credit in selling and how to 
build installment sales 


Less worry and talk about competition—sell value and prof- 
its—not price 


More and better answers to the buyer’s question “What is 
there in it for me?” 


For a salesman, here is an excellent opportunity for self anal- 
ysis. It is seldom we are given a chance “to see ourselves as 
others see us”. Here are the things that bring increased volume 
and earnings. Let’s restore them to our individual performance. 


For the manager, this list provides an excellent guide to 
needed training, coaching, counselling and supervision. 


We hope that our marketing readers at all distribution levels 
will put to work this blueprint for increased sales and profits. 


Reprints of this editorial are available at 5¢ each. 
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FACTS GEtLL LATEX PAINTS -— 





What makes latex paints so durable? 


A. The latex forms a tough film as soon as the water makes these paints more durable, but also protect 
evaporates from the applied paint. This film is highly from permanently soiling or staining. And when you ad 
resistant to alkali and other chemical attack. Latex paints easy application, quick dry, and easy cleanup, you'll sell 
have proved that they give excellent performance in all latex paints every time! 

climates. And they clean easily because continuous, smooth 
latex film keeps soils on the surface, preventing them from 
being absorbed. 


Send for your free copies of our new booklet and you'll se 
how fast the facts sell latex { 

paints. THE DOW CHEMICAL 

As you know, durability is a big factor in selling paints. So company, Midland, Michigan, 


it pays to explain to customers how tough latex film not only _ Plastics Sales Dept. 2111D-1 


YOU CAN DEPEND ON 


BUILDING PRODUCTS MERCHANDISER Circle No. 20 on Coupon, page 102 








These mills of the 


can sell you 


Pa Southern Pine: 


\ 
\ 


Southern Pine Association \, 


)T. R. Miller Mill Co., Inc 


/ 
/ 
/ 








ALABAMA 
The Allison Lumber Company 
Olon Belcher Lbr. Co., Inc 
S. E. Belcher, Inc 
W. A. Belcher Lbr. Co 
W. E. Belcher Lbr. Co 
Clancy Lumber Company 
Graham Lumber Company 
Jackson Saw Mill Co., Inc 
Ray E. Loper Lumber Company 
McMillan Mill Company 
McShan Lumber Company 
Miller and Company 


Reid Brothers Lumber Company 
Scotch Lumber Company 

M. W. Smith Lumber Company 
M. W. Smith Sawmill Co 

W. T. Smith Lumber Co., Inc 
Summerville Brothers Lbr. Co 
Horace S. Turner, Jr., Inc 

W. T. Vick Lumber Company 

W. J. Word Lumber Company 


ARKANSAS 
Bearden Lumber Company 
Bradley Lumber Co. of Arkansas 
Crossett Lumber Company 
Dierks Forests, Inc. 
Fordyce Lumber Company 
W. S. Fox & Sons 





Bellamy 
Brent 
Green Pond 
Birmingham 
Centreville 
Grayson 
Maplesville 
Jackson 
Tuscaloosa 
Brewton 
McShan 
Selma 
Brewton 
Evergreen 
Fulton 
Jackson 
Camden 
Chapman 
Aliceville 
Mobile 
Hamilton 
Scottsboro 


Bearden 
Warren 
Crossett 
Hot Springs 
Fordyce 
Pine Bluff 


Fuller Lumber Company 

Gurdon Lumber Co., Inc 

Ozan Lumber Company 

Reynolds & Draper Lumber Co 

Southern Lumber Company 
(Div. of Potlatch Forests, Inc.) 

Sturgis Brothers 

Urbana Lumber Company 

J. L. Williams & Sons 

Herman Wilson Lumber Co 


FLORIDA 
Alger-Sullivan Sawmill Company 
Dantzler Lumber & Export Co 
Mutual Lumber Co 
Neal Lumber & Mfg. Co 
Ocala Lumber Sales Co., Inc 
Thomas Lumber & Mfg. Co 


GEORGIA 
Alexander Brothers Lumber Co 
Augusta Hardwood Co 
The J. N. Bray Company 
ee Lumber Company 
A Fuller Lumber Co 
Georgia-Pacific Corp 
Holly Springs Lumber Co 
Jeffreys-McElrath Mfg. Co 
Reynolds & Manley Lbr. Co 
Rush Lumber Co 


GBR Se AE EP arta: ans 


Lewisville 
Gurdon 
Prescott 
EI Dorado 
Warren 


Manning 
Urbana 
Sheridan 
Leola 


Century 
Jacksonville 
Jacksonville 
Blounstown 
Ocala 
Quincy 


Columbus 
Augusta 
Valdosta 
Blue Ridge 
Ocilla 
Augusta 
Atlanta 
Macon 
Savannah 
Hawkinsville 
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sk As a lumber dealer, you But you also look for the SPA mark. 











know your reputation de- It means the lumber comes from 
pends upon quality. So when buy- one of the mills of the Southern 
ing Southern Pine you look for the Pine Association. 
symbol that means conformance to These mills jealously guard your in- 
high standards of the Southern Pine terests and those of the public. They 
Inspection Bureau, for dryness, for advertise their fine products in mag- 
strict adherence to grade. azines like these: 













pregivestectl x : 
Farmer TTS 


oe \ ba % LA it, Betier Hones 4 Candens 









BUY SPA—IT'S THE MARK 
OF A GOOD BUSINESSMAN! 
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Shepherd Lumber Corp McRae Woodard-Walker Lumber Co Taylor C. M. Tucker Lumber Corp Pageland 

























L. B. Springle Lbr. Co Gainesville Woodard-Walker Sawmill Co Heflin 
i Sullivan Lumber Co Preston TENNESSEE 
Tolleson Lumber Co Perry MISSISSIPPI : . — a a “ puis 
Bailey Lumber Co Laurel esta! Lumber ev. © = 
d LOUISIANA Ciosho umber & Wie 'Co Crash 
J. A. Bentley Lumber Co Zimmerman Sena te tanieies Recekes © Perkins TEXAS 
{ Bernice Hdwd. Co Bernice A DeWes a Zier = ri 0 nt ‘eeu Allen-Peavy Lumber Co Kountze 
1 L. L. Brewton Lumber Co Winnfield “te eese Lumber Co., Inc Phi at pone Anderson Mfg. Co Tenah 
| Ronald A. Coco, Inc Baton Rouge D = on Lumber Co Louisville Angelina County Lumber Co Keltys 
yy Crowell Lumber Industries Long Leaf Joe iles & Sons Lumberton Angelina County Lbr. Co., Gasper Div.) Jasper 
] Harless Lumber Co., Inc Lake Charles Atlanta Lumber Co Atlanta 
i Hillyer-Duetsch-Edwards, Inc Oakdale MISSOURI Beech Creek Lumber Co Warrer 
‘7 A. J. Hodges Industries, Inc Shreveport Dierks Forests, Inc Kansas City Boettcher Lumber Co Huntsville 
Hunt Lumber Co., Inc Ruston Fleishel Lumber Co St. Louis W. T. Carter & Brother Houstor 
} L. D. Kellogg Lbr. Co Alexandria International Paper Co Kansas City Ealand-Wood Lumber Co Jasper 
Lock-Moore & Co Lake Charles (Long-Bell Division) Edens-Birch Div Corrigan 
se ee Lumber Co Fisher Southwest Lumber Mills, Inc 
y artin Timber Co Castor Grogan Bros. Lumber Co 
! Roy 0. Martin Lbr. Co., Inc Alexandria LR Fo — —— Elizabeth Cit Grogan-Cochran Lumber Co 
Carroll W. Maxwell Lumber Co Pollock Hutt "a as ons mt per VO H oe ss Lacy H. Hunt Lumber Co 
Olin Mathieson Chemical Corp., Shreveport ETON S SOUIDONNSS UO wenory Kirby Lumber Corp 
(Forest Products Div.) L. & M. Lumber Co 
N. D. Roberts Lbr. Co Alexandria SOUTH CAROLINA The Lutcher & Moore Lumber C Orange 
Sabine Lumber Co Zwolle Dargan Lumber Mfg. Co Conway Southern Pine Lumber Co Diboll 
Springhill Lumber Company Springhill Flack-Jones Lumber Co., Inc Monck’s Corner Williams Lumber Co Cleveland 
Sturgis-Nix Lumber Co Ruston Holly Hill Lumber Co Holly Hill 
Tremont Lumber Co Joyce Lightsey Brothers Miley VIRGINIA 
Tullos Lumber Co Jena Carl W. Muilis Lbr. Co Lancaster Barnes Lumber Corp Charlottesville 
The Urania Lumber Co., Ltd Urania Russellville Lbr. Co Sumter Union Bag-Camp Paper Corp Franklin 
Willis Lumber Co Princeton Tilghman Lumber Co Sellers The Williams & McKeithan Lbr. Co Lynchburg 
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Work with your AIM*...Northern Indiana Lumber & Coal Co. does... 
Acme idea packages cut lumber yard expenses 


LUMBER PACKAGING METHODS DEVELOPED BY ACME STEEL 
COMPANY are paying off for Northern Indiana Lumber and Coal 
Company, Whiting, Indiana. (Idea No. U1-16) 


This lumber and building supply dealer specifies carloads of lumber 
packaged and braced the Acme Idea way at the mill. Packaged lumber 
shipments arrive in good condition, ready for fast unloading with 
Acme Idea Man mechanical handling equipment. This gives Northern Indiana Lumber & 
Andy Bassi helps Coal Co. a number of ways to cut operating costs and reduce overhead. 
many companies For example: full use is made of mechanical handling equipment for 
to better, more : unloading and yard handling of lumber. Both inventory control and order 
economical materials . filling are speeded. Manpower is used to best advantage and conserved 
handling and since the time-consuming manual work of handling, stacking, checking 
product protection ‘ and assembling orders has been eliminated. The yard crew handles more 
r® orders per working day, and customers are pleased by faster, 
. more efficient service. 
*Work with your Acme idea Man and cut costs by applying Ideas such 
as this to your business. Or write Acme Steel Products Div., Dept ABU-78, 
Acme Steel Company, Chicago 27, Illinois. In Canada, Acme Steel 
Company of Canada, Ltd., 743 Warden Ave., Toronto 13, Ontario. 


EFA] STEEL STRAPPING 
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Southern 


Pine... 


GIANT ON THE MARCH 


(Special Section, Pages 38 to 56 
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It’s no great secret that the sleepy south is fast disappearing. Chemicals, 
petro-chemicals, aluminum, plastics—you name it and there’s a new 
plant to see at Baton Rouge, Natchez or at Birmingham. 
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In this rush for industrialization what’s happening to lumber and 
specifically Southern Pine? This special section gives the latest answers, 
straight from the shoulder, the way we believe mills, whoesalers and 
dealers in these competitive times want their news. 


<= wa 2 

Po 7 
Nest 

eo 


Southern Pine this year is celebrating their 350th anniversary of con- 
tinuous lumber production. Traditions are always important to the 
South, and rightly so, but today the emphasis more and more on the 
future. The key word is “new”. 
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New. Southern Pine has forest areas with an estimated 36 billion 
trees. Because growth potential is practically unlimited, several govern- 
ment sources have predicted that eventually the south could dominate 
the lumber industry. 

New. Southern Pine products are constantly being introduced. There 
is greater emphasis on quality-control for more southern mills. Still 
more new and improved products must emerge from the laboratories 
if Southern Pine is to market successfully its available cut. 

New. Merchandising on a national basis is underway to regain lost 
markets, to invade new ones. Southern Pine has no illusions over the 
job ahead, is making practical plans to achieve their goals. 

Photo. The Crossett Lumber Co 
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Tree Growth Outstrips Sales 


“The Southern Pine forests, and the industry they sustain, 
will be dead by the year 1930 at the latest.” Consensus of 
economists (and many lumbermen) in 1910. 

As so often happens projections for the future can’t an- 
ticipate new developments. In the case of Southern Pine 
two words made the difference—reforestration and forest 
management. 

Led by the Hardtner family of Urania, Lo., the practice 
of forest management has been so successful that it has 
actually aggravated the Southern Pine marketing problem, 
beginning in the late 1950’s. The tremendous growth cre- 
ates the automatic need for new sales outlets, yet to be 
brought in being. 

The chart above graphically shows the widening gap be- 


tween available timber and actual cut. To be precise growth 
now exceeds cut by 2% billion board feet or 22% per year. 
As the U. S. Forest Service commented in 1955; “growth 
of Southern Pine so dominates national sawtimber that it 
exceeds growth of all other softwood species—eastern and 
western combined. 

There is only one answer—sales plus solutions for nag- 
ging problems of quality control and high freight costs. 
It should also be mentioned immediately that much of 
Southern Pine’s future must be tied to the booming wood 
products industry—not just timber but paper, hardboard, 
insulation board, particle board and other new items still 
in the minds of researchists. 





Future Keyed to 3 Big Problems 


Better products, 
new products 


Lower transportation, 
materials handling costs 


New merchandising 
methods 


Southern Pine is planning many spe- 


Worried by advances of competitive 
materials, Southern Pine seeks solu- 
tions in practical research of its own. 


The industry will spend $500 million 
on plant modernization, new materi- 
als handling equipment and debark- 
ers to help reduce costs. The case for 
lower transportation costs is being 
pressed vigorously. 
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cial sales campaigns to back up 
dealer-customers. They have their 
eye on siding and paneling markets 
now dominated by competitive prod- 
ucts. Churches and schools are major 
targets. 
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AT CROSSETT — pine paneling is the aristocrat 
of all quality products. The satin-like finish, luster 
and beauty, so appealing in pine, start with the 
care and attention devoted to the management of 
Crossett’s forests. This same kind of skill and close 
supervision carry over into the manufacture of 
pine paneling. These things are your assurance of 


customer satisfaction. They help you create 


repeat business through standards of perfection 


that bring you profit — and peace of mind. 


Compan> 


A Division of The Crossett Company 


CROSSETT. ARKANSAS 











FOR 
DISTINCTIVE 
QUALITY 

IN 

KILN DRIED 
LUMBER... 


Frost Golden Pine is synonymous 
with uniform high quality in kiln- 
dried lumber. Over the nation, 
lumber dealers are expanding sales 
and strengthening their competitive 
position featuring Frost Golden Pine. 

The kiln-drying facilities at Frost's 
Huttig mill include eight of the latest 
type cross-circulation kilns. This mod- 
ern equipment places the kiln-drying 
of lumber under scientific control 
and enables Frost to produce lumber 
seasoned to specified moisture con- 
tent... with maximum strength... 
dimensional stability . . . fine surface 
appearance . . . increased paint- 
ability. Many additional benefits are 
added through careful milling and 
grading, plus careful handling and 
shipping. 

Frost kiln-dried lumber builds sat- 
isfied customers , . . creates new 
business. 


specify 


\ P rent 


Producers of 
FROST GOLDEN PINE 
FLOORING ® HARDWOODS 
TREATED MATERIALS 
OUTDOOR FURNITURE 








een ee eee eo eee eee eee OLIN MATHIESON CHEMICAL CORPORATION. | 


SHREVEPORT 
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Problem 1... A BETTER PRODUCT 





BENDING STRENGTH 
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GED VALUES OBTAINED WITH NAILS TREATED 


U. S. Department of Agriculture Technical Bulletin No. 408 





Like the Atom, the Energy Has to Be Harnessed 


By every measurement important 
to the user of lumber, Southern Pine 
has properties with strong sales appeal 
It leads in bending strength, nail hold- 
ing, toughness and hardness, but to 
have solid working value in the end 
product, such properties must be tied 
to fully dry, seasoned lumber pro 





duced to Southern Pine standards Given seasoned lumber, the re 

Proper seasoning nearly doubles the search laboratory can develop and 
strength of product and means approve many new uses for wood, as 
easier handling on the job. Dry stand- shown on the pages that follow. Be 
ards, new KD grades, and higher stress cause of inherent strength, Southern 
ratings for lumber seasoned to a 15% Pine already is being produced in 
moisture maximum, feature the tndus- shapes and sizes that better utilize that 


try-wide standardization program 






INTEGRATED MILL of the Kirby Lumber Co., Silsbee, Tex., illustrates the trend to 
lumber plus other forest products from Southern Pine. Several mills plan 100% utiliza 
tion of every pine log. 


physical property 
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SAWLOG DEBARKING only began in 
1952 but is now practiced by hundreds 
of mills. With no reduction in lumber 
production the industry had a pulp chip 
capacity of one million cords year on 


RECENT SURVEYS representing a majority of Southern Pine production show that 85% 


January Ist of this year. Fewer trees have dry kilns. Above a modern dry kiln properly designed to dry lumber on a volume 


need to be cut to get both products basis. 





Finding new uses for Southern Pine 





NATURAL STRENGTH of SP is demonstrated by this installation 
of trusses. Standard framing grades now have all-purpose 
stress value in 2x4's, 2x3's and 2x2's trussed rafters require. 
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LAMINATED wood has increased 500% in just three years. 
New adhesives and modern designs are credited with moving 
Southern Pine back into many buildings of large size, such as 
schools, warehouses. 
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MATERIALS HANDLING to reduce costs 
for both the mill and the customer is 
being given top priority by Southern 
Pine. The industry is pushing for new 
types of railroad cars to expedite hand- 
ling 


GRADE-MARKED lumber translates mill efficiency and lumber 
quality into tangible consumer advantages. A majority of total 
Southern Pine production is now manufactured in accordance 
with SPIB standards. 





INCREASED availability of Southern Pine finish in higher grades is to be expected 
from mills in the South. Special new grades of paneling with 12% moisture maxi- 
mum are now available. 


NAIL holding power becomes especially is appearing in many 
important for homes of contemporary new styles. The return to the batten 
design with special treatments of the treatment for decorative texture effect 
wall structure and roof. goes back to Colonial times when only 
rough sawn lumber was available. 
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MILLS are turning out an increasing num 
ber of items made from quality lumber 
Southern Pine Lumber Co., Diboll, Tex 
is in production on soft drink cases, un 
usual pattterns of trim. 


MILLWORK manufactured from Southern 
Pine is becoming more popular. D. L 
Evans, A. E. Gombert Lumber Co., North 
Tonawanda, N. Y. for example, stresses 
and promotes SP mouldings 
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Problem 2 ... LOWER FREIGHT RATES 


In the past year something is costs will give SP a better chance to broaden it’s mat 
being done about freight rates. kets outside the South. 
The case for Southern Pine has At the 43rd annual convention of the Southern 
been taken to governors, railroad Pine Association held this April in New Orleans, Earl 
commissioners, traffic commit- M. McGowin, chairman of SPA’s new traffic policy 
tees of the forest product indus committee, commented that the southern pine indus 
tries and the National Retail try is now spending yearly more than $100 million 
Lumber Dealers Association. It for transportation. About 70-75° of the Southern 
has been time well spent. Pine production is moving by truck, he said 

J. L. Flemming, SPA’s traffic McGowin summarized Southern Pine’s critical po 
consultant, has told the associa- sition as follows; “we cannot continue to sell 75% of 
Our Output in the South. We must look elsewhere to 
50% of our 


~ 
McGowin tion that freight rate reductions 
25 


now agreed to by key railroads will cut transportation Official territory where 25 years ago, 
costs by nearly $10 million yearly. While just a start production was sold. High transportation rates have 
towards better rates it is expected that the lowered set artificial boundaries for our markets.” 


Southern Pine 
Carriers 
Reduce Rates 


DIVERTED TONNAGE to 
truck lines worried southern 
carriers and they agreed 
forego the 4% rate in 
creases approved by the ICC 
in 1957. In addition they 
reduced by 20% the rates 
on lumber between points in 
the south. Shown, reviewing 
the territories affected by the 
new rates are, left to right 
S. W. Beacham, Southern 
Railway System, E. §S 
Schmitt, Southern Pine Asso 
ciation, P. A. Webb, Illinois 
Central and D. F. Mc 
Cullough, Gulf Mobile & 
Ohio Railroad. 





SUBSTANTIAL freight sav- 
ings are anticipated from 
railroads serving territories 
in the south west to meet 
truck competition. New 
rates, which become effec- 
tive June 24, 1958, are re- 
viewed by top rail officials, 
including left to right, G. B. 
Riggan, Missouri Pacific 
Lines, E. C. Schmitt, South- 
ern Pine Assn., W. R. Cool- 
ey, Santa Fe and L. J. Kar- 
ter, Southern Pacific Lines. 











MAKE THEIR DREAM HOME 


a Keay! 


You, Mr. Dealer, are in an enviable — and RESPONSIBLE — 


position, The consumer looks to you for advice and good counsel. 


This is particularly true if the “consumer” is a family getting ready 
> 


to build a “dream home.” It will pay you to look ahead and help 
them build a home that will be structurally sound and attractive 
long after the mortgage has been retired. Bradley QUALITY and 
Bradley SERVICE — for all the lumber needs, from A to Z — will 
give you a head start in making customers happy now —and 
in the future! 


BRAD ht] 


LUMBER COMPAN Y 


HOME OFFICE: WARREN, ARKANSAS 
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Problem 3... LOST MARKETS 


Four years ago, the Southern Pine Association began a 
merchandising program to stem the rising flood of com- 
petition in its own back yard. At that 
time, it wasn’t a question of tackling 
lost markets up north, but rather a 
holding operation in the South it- 
self. 

Much of the trouble traced to World 
War II, and the extraordinary mili- 
tary consumption of Southern Pine 
lumber. Temporary shortages devel- 
oped, and instances of below-grade 
: lumber reaching the market tended to 
M. W. Smith, Jr. give the entire industry a black eye. 
To restore the reputation of Southern Pine as a “class” 
product, a crusade for high lumber standards was launched. 
Quality was the theme of public educational campaigns 
while an “all station” message to Southern Pine producers 

urged them to keep their standards high. 


But now is active 


In the NORTH... 


INDIANA, specifically at Evansville is the 
site of this new 53-unit motel being built 
with more than 100,000 board feet of 
kiln dry, grade-marked southern pine 
sold by the Cramer & Sussott Lumber 
Company of that city. Constructed by 
Traylor Bros., Inc., Evansville, the firm 
listed superior strength and new avail- 
ability as their reasons for using SP. 


Hold the Home Front, Sell in Their Backyard 


[he plan as it developed was largely on a regional basis 
supported by local mills. Presently the program extends 
from east Texas to the Carolinas with more support and 
solid sales materializing each month. 

The next step is to carry the attack abroad. Through the 
NLMA wood promotion program, Southern Pine is aligned 
with its own wood competitors against aluminum, con- 
crete and steel. It also seeks a larger share of the national 
markets for itself. Invading the east and midwest will be 
spearheaded by national advertising sponsored by the South- 
ern Pine Association and member mills. In addition the 
program calls for vigorous support for the lumber dealer 
in the way of sales tools, literature, spec data and personal 
contacts by SPA technical field representatives. M. W. 
Smith, Jr., SPA’s newly elected president, has announced 
a strong drive for additional membership. He believes it will 
take a fully mobilized Southern Pine industry to successful- 
ly reach needed markets. 


Regional Promotion 
Began inthe SOUTH... 


EMPHASIS placed on quality lumber with 
a public relations approach was adopted 
in Texas. Here a Dallas contractor dis 
plays the ‘Dry and Mighty"’ sign on his 
building. 





SOUTHERN LUMBER 


in Patrician Quality 


SATIN SMOOTH... 
Soft and Pliable Texture 


for You! 


There is no substitute for quality . . . especially if it’s 


Patrician Quality, Southern Brand. 
Southern Brand \umber is recognized for fine texture, 


permanent nail-holding power, strength, and bright color. 





and properly kiln-dried to SPIB moisture content requirements. 


For satisfied customers, repeat business and profitable sales, stock 


Southern Brand Arkansas Soft Pine, oak flooring, hardwood trim and mouldings. 


OUTHERN LUMBER COMPANY 


A Division of Potlatch Forests, Inc. 
WARREN ARK ANS A §S 


j Be’ 
L * Southern Brand \umber is precision-manufactured 





<“M Gnuféctured To Sell? 
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We Like Southern Pine... 


Architect Prefers Wood for Schools 


All-Southern Pine School, Diboll, Tex. Architect: John Linn Scott, AIA 


PICKS TARGETS. Southern Pine Association trade promotion efforts now concentrates 
on specific areas that offer great future possibilities. . . such as schools. Safe at 
tractive modern all-wood schools promise savings of 1/3 to 1/2 that of conventional 
types, the Association reports. Low maintenance of modern designs is added feature. 


Builders Erect Better Homes, Cut Costs. 


LESS WASTE, TOP QUALITY. ‘I've been building homes in the Dallas area for 20 
years and have consistently tried to use only top quality materials including good 
framing lumber. However, | was far from being sold on the superior advantages of 
S P | B Grade-Marked Southern Pine until, recently, one of my suppliers talked me 
into giving it a try. | put up 14 homes out in Valwood Park in Dallas and used 
S P | B Grade-Marked Southern Pine for the framing. | was not only satisfied. . . | 
was highly impressed. Wasted pieces and time consuming adjustments and replace- 
menis were virtually eliminated. Workmanship was excellent. They were the best 
framing jobs I've ever seen. That's why I've switched to Grade-Marked Southern 
Pine." E. P. Lamberth, Lewis & Lamberth, Dallas, Tex. 


48 July 7, 


“For the past 18 years this firm has 
made a continued effort to provide the 
very best in school construction for 
the least expense to the taxpayer. We 
feel that the Diboll School is an ex- 
cellent example of what can be done 
and is a result of many years of re- 
search 

“With all the many building ma- 
terials available on the American mar- 
ket, our choice was based on those 
that are the most suitable for this type 
of construction. Here we found that 
lumber was the material we were look- 
ing for. None other offers the ease of 
handling and erection with a mini- 
mum of labor. The least amount of 
equipment is required as compared 
with other materials while the avail- 
ability and delivery without special 
order eliminates so many of the delays 
which are so common in other types 
of construction. Then there is the cost 
(only $7000 per classroom) which the 
final construction figures on the 
Diboll School will testify 

‘The resulting building at Diboll 
has a beauty and warmth which is 
found only in lumber. With the many 
advances made in special treatment 
of lumber, the one time question of 
maintenance is unfounded.” John 
Linn Scott, AIA, John Scott & As- 
sociates, Architects and Engineers, 
Austin, Tex 


HELPS SELL HOMES. ‘‘While, like many 
builders of the Detroit area, | had lost 
touch with Southern Pine dimension, | 
used all grade-marked pine dimension 
in an East Lansing home. The presence 
of such high quality well seasoned ma- 
terial not only assures a successful home 
but also is a definite selling point for 
buyers who are increasingly conscious of 
the value of structural soundness. It's my 
intention to use Southern Pine dimension 
for future jobs and it's also my feeling 
that other builders in the area will do 
likewise.’ Builder Dan Smith, Mid-State 
Builders, Inc., East Lansing, Mich. 
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50% INCREASED SALES. ‘‘We give a rough es 
timate of our Southern Pine being sold in 1958 
over 1957 to be a full 50% increase. We find 
the SPIB grade-marked Southern Pine promotion 
has done well, particularly in church construction 
We've furnished lumber for 8 churches in last 
several months."’ B. J. Stahlman, president, Stahl 
man Lumber Co., Houston, Tex. 


LOGICAL SPECIES. ‘‘We feel Southern Pine is logical species 
for most needs in certain areas of country, including Louis 
ville. It is suitable for such a wide range of items from timbers 
and dimension through finish and millwork stock. We stress 
the fact that it is dry, point out nail-holding ability and 
purchase from sources that assure good quality, consistent 
grading and manufacture.”’ Earl R. Merrick, president, Merrick 
Lumber Co., Inc., Shively, Ky. 


CUSTOMERS DEMAND IT! ‘About 75% of our customers ask 
for Southern Pine in boards, siding, flooring and finish. We 
are stocking 500,000 board feet of Southern Pine in our yards 
at all times. We believe Southern Pine to be the best value we 
can offer the home builder for his money. The strength of this 
lumber offers better construction, holds nails better, insures 
safer protection from wind pressure.'’ James E. Smith, presi- 
dent and treasurer, The Lake Lumber Company, Hebron, Ohio. 
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HARDWOOD 
FLOORING 


from / hs, ant Sovitl 


Urania covers the field! Completion of a 
new giant oak flooring plant ends Urania's 
expansion program which is designed to give 

100 percent customer service. 

Now Urania customers can get quality hard 
wood flooring at competitive prices. This also 
means that Urania offers mixed cars, serving 
every need of the wood user—whether its 
Southern pine, oak flooring, Southern hard- 


woods, creosoted lumber, poles or piling. 


Call Urania for ‘100 percent customer 


service’ today! 


@ Southern Pine ® Oak Flooring 
@ Southern Hardwood 


®@ Creosoted 
Materials 


THE URANIA LUMBER COMPANY, LTD. 


Dept. U-5, Urania, Louisiana 


@® Lumber, Poles 
Piling and Posts 


Lumber Manufacturers and Tree Farmers 
Members S.P.A., S.P.1.B N.O.F.M.A 


MIXED CARS A SPECIALTY 


$.H.P.1., 


including Urania Hardwood Flooring 


Posts, Poles, Piling and Creosote Timbers Pressure Treated 
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GUIDE TO SPA QUALITY 
SOUTHERN PINE MILLS 





Anyway you figure it— 
Anthony Wood is always good 


Wood Company 


Urbana, Arkansas 


LUMBER AND WOOD PRODUCTS 


@ SOUTHERN PINE 
@ SOUTHERN HARDWOODS 
@ PULPWOOD 


® OSMOSE TREATED 
YELLOW PINE LUMBER 


Phone WOodland 2-2501 


Your Best Source of Supply 
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Since 1901 we have maintained an enviab'e reputation for 


superior quality soft textured 


SHORT LEAF YELLOW PINE 








You can be assured of a continued supply 


from our perpetual yield 


THE 


ALLISON LUMBER COMPANY, INC. 


BELLAMY (écUnry) ALABAMA 


Phone: York, Ala., 500 
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FLACK-JONES LUMBER COMPANY, INC. 
MONCKS CORNER, S. C. 
Manufacturers of 


QUALITY SOUTHERN PINE 
Double End Trimmed-End Imprinted 
SPIB Grade Marked 
Kiln Dried Finish @ 
Siding * Boards ® Dimension 


Phone: Valley 5-2231 


Flooring 
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PANELING in bamboo pattern shows what can be done with 
Southern Pine. Installation is in the Roosevelt Hotel, New Or 


leans. 


“We Like Southern Pine’ 


See Future for This Lumber 


“We find a good market for Southern Pine here in the 
Cincinnati area, in northern Kentucky and in western West 
Virginia. We stress in our sales promotion of Southern Pine 
the greater strength of the specie, the fact that it is dry, 
and therefore not subject to shrinkage, and its greater nail 
holding power. 

In finish items, we stress its better wearing qualities and 
the fact that it is not as easily marred as other softer species. 
We believe. too, that quality Southern Pine will become a 
more dominant factor in the lumber business in the next 
few years 

We find many of our Southern Pine suppliers are making 
capital improvements to boost production, cut costs and 
at the same time produce a more refined product. We have 
been happy to find that a number of them are also end con- 
ditioning their lumber and trade stamping as well as grade 
stamping. We believe these are steps in the right direction 
and will help to sell more Southern Pine.” 

Earl C. Valmore, Vice-President, Sales, 
The Findley Lumber Co., Inc., Cincinnati, Ohio 
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Truckloads or Carloads 


Southern Pine Sawmills: 
DeRidder, La. . . Sheridan, Ark. . . Quitman, Miss. 


Featuring: Southern Yellow Pine . . 
Oak Flooring . . . Hardwoods. . 


INTERNATIONAL PAPER COMPANY 


IonGc Retr, 


DIVISION 
KANSAS CITY, MO. 


; Treated Products 
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(courtesy Unit Structures, Inc.) 


PUBLIC BUILDINGS gain beauty, can be built at lower costs 
with Southern Pine laminated beams. Photo shows Sarasota 
Community House, Sarasota, Fla. 


Sells to Project Builders 


“We stress strength, looks, nail-holding power, kiln dry- 
ing and grade-marking of Southern Pine. We have project 
builders using Southern Pine lumber in their houses that 
used practically no Southern Pine a year ago. Our sales of 
Southern Pine are approximately 20% above last year.” 

C.K. Pool, Vice-President & Sales Manager 
The Lingo-Leeper Company, Denison, Tex. 


Our Sales Increased 


“Good sales information consists of an accurate knowl- 
edge of Southern Pine, a good knowledge of exactly what 
the mills can do and a good shipping schedule 

“Our sales volume has increased because our salesmen 
have made regular calls on our customers and have done 
exactly what they said the mill would do.” 

Paul B. Bellenger, President, Paul P. Bellenger Lumber Co. 

Jac kson, Miss. 


Grade-Marking Important 


“Several years ago, pine was being produced and sold 
locally without too much regards to rules and regulations 
of SPIB. The results were almost disastrous. A group of 
people in this area banded together, however, to form the 
Quality Southern Pine Producers and to advertise Southern 
Pine as a quality product provided it was grade-marked. 

Contractors, as well as architects have become interested, 
and in many instances are writing into their specifications 
the grade-marked provision. Southern Pine, as a result, has 
shown an increase in sales in the Mobile area.” 

W.M. Hallett, Jr., President, 
Hallett Manufacturing Co., Mobile, Ala. 


Specialties Really Sell 


“Users want more glued laminated Southern Pine beams. 
They fulfill a real need in spanning large areas where a 
single member has strength, durability, fire resistance. Also, 
you can now get Southern Pine finish selected for soft 
texture, dense, straight, sanded and packaged. Fresh new 
shapes are expanding new look of Southern Pine in eyes 
of users. One of our methods is to work up list of materials 
for custom homes, in advance with builder and owner, and 
place order with mills. Especially do we remember a job 
requiring a good quantity of 2x14’s #1. These extra long 
pieces were the talk of the trade.” 

Harry V. Balcom, President, 
Bolinger Lumber & Supply Co., Inc., Bossier City, La. 
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GUIDE TO SPA QUALITY 
SOUTHERN PINE MILLS 





Long Leaf, Louisiana 


Manufacturers of all items of 


SOUTHERN PINE LUMBER 


produced from fine quality 


Long Leaf and Short Leaf timber 


Also Southern 


HARDWOOD LUMBER 


produced from an excellent stand 
of hardwood timber 


Complete Facilities 
including planing mill, dry kilns, etc 


Plant is on Missouri Pacific Railroad 
Also equipped to load trucks 


Write, wire, or phone Pilgrim 8-3100—Ask for J. W. Meadows 


SATISFACTION ASSURED 
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QUALITY YELLOW PINE 


Double Band Mills with complete Dry Kiln and 
Planing Mill facilities to supply your lumber re 
quirements. 
Finish 
Siding 
Ceiling 
Boards 
2” Dimension 
Plain End Flooring 
End Matched Flooring 
Mouldings 
limbers 
Door Jambs 
Bed Slats 
Crating 


Ladder parts, etc 


Russellville Lumber Company isis 39) 
Mill—Russellville, S. C. 


Clarendon Flooring Company iseis «2; 
Mill—Alcolu, S. C. 


SALES OFFICE 
Phone Spruce 3-9341 
SUMTER, S. C. 
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PANELIZED HOUSE SECTIONS are now being designed which make one piece of Southern 
Pine do the job where two or more formerly were required. 


Dreams for the Years Ahead 


When Southern Pine looks to the 
future, the assignment requires both 
a rear-vision mirror plus the latest re- 
search laboratories to develop entirely 
new products 

A rear-vision mirror is suggested be- 
cause the lumber industry and the gen- 
eral public is just now re-discovering 
the economy, warmth and unique prop- 
erties of wood. In developing the 
NLMA wood promotion program, the 
theme is “wood, the exciting new 
building material.” 

This is not to say the basic material 
is delivered to the customer entirely in 
its original state. Southern Pine, for 
example, is offering paneling grades 
fabricated and treated by brand new 
methods. Still another development is 
in the field of laminated products with 
great strength and unusual beauty. Bas- 
ic board products made from Southern 
Pine are just beginning but have met 
with marketing success. 
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Looking further ahead, Southern 
Pine anticipates eventually 100% use 
of all trees harvested under scientific 
forest management conditions. This be- 
lief is founded on the simple fact that 
wood is a fiber which can be modified 
by the laboratory in thousands of ways 
to create new products. Latane Tem- 
ple, chairman of SPA’s research com- 
mittee puts it this way: 

“The Southern Pine region has pio- 
neered in forest conservation and im- 
provement so that it now produces 
22% more than it harvests. Moreover, 
this timber is a constantly improving 
type because of selective reproduction. 
The mechanical efficiency of our re- 
gion has advanced in almost unbeliev- 
able strides during the past 10 years 
and can take its place among the most 
advanced for automation, quality con- 
trol and efficiency. 

“I believe we can look forward to a 
new era where the fantastic fiber pro- 


ducing potential of our southern forest 
lands will be utilized at a rate ap- 
proaching 100%. Board and fiber 
products as yet undreamed of, will 
come into being. Our industry, in my 
opinion, is about to move forward into 
its golden age.” 

Paper overlay offers Southern Pine 
new markets. The paper is resin im- 
pregnated and bonded to the wood. 
Similar experiments on the west coast 
are now underway with the sheathing 
market in mind. Some mills are selling 
such a product experimentally. 

All-timber construction New Or- 
leans architect Jim  Blitch orders 
custom-made laminated Southern Pine 
structural units, comprising all ele- 
ments of floor, roof and wall sup- 
port. Blitch thinks four or five of these 
integrated units could frame entire 
house, believes they will be eventually 
mass produced. 

(continued on page 56) 
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\ Fordyce ROYAL OAK FLOORING 


efor Customers Who Want 


““ONLY THE FINEST” 


Homeowners who insist on “nothing 
but the finest’ in oak floors choose For- 
dyce Royal Oak Brand. They know that 
Fordyce Royal Oak Floors remain firm 
and beautiful for the life of a home and 


blend harmoniously with any decorative 
scheme. 

at 4 f Builders, who recognize and appreciate 
fine manufacturing technique, choose 
Fordyce Royal Oak Floors. They know 
that such features as precision side- 
matching and tapered tongue end- 
matching are marks of a superior product, 
And superior materials help the builder 


build a better home. 


\ 
y 


BUY BRANDS YOU KNOW 
a sinc 
FLOORING. iQST” 

F a 


LUMBER COMPANY 


FORDYCE, ARKANSAS 
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your new source for building materials 





PLATEBOARD (the improved hardboard), both smooth-one- 
side and smooth-two-sides, in all standard sizes and grades. 
WOOD-GRAIN PLATEBOARD, an Abitibi exclusive, availa- 
ble in Plain, Random, Vertiboard and Blokboard panel pat- 
terns with either Oak or Walnut Wood-Grain finish. 
INSULATION BOARD PRODUCTS, Sheathing, Building 
Board, Roof Insulation, Shingle Backer and Ceiling Tile. 


To the dealer 


the ope 


a @ t a & Extra profit opportunities. 


tr for rar 


ign to you k 


better building products through | 
research in wood chemistry Dependable source of supply. Al! Abit 


nufactured under one r 


Reduced handling costs. Since 


( 


New product qu 


t ) 1 
ti¢ ana qua 


sality. Abitibi 


+ 


For information 


prepared to help you pr 


ABITIBI CORPORATION 
General sales offices 


Penobscot Building, Detroit 26, 
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PRACTICAL DREAMS 


(begins on page 52) 


COMPONENT IDEA by Jim Blitch New 
Orleans architect, calls for laminated 
Southern Pine structural units combining 


all the elements of floor, roof and wall 
support. Presently Blitch's units are cus 


tom-made, could be mass produced 








GLUED-UP, molded 





and extruded products, which capitalize on Southern Pine 


characteristics may in time rival completely new wood fiber items 





COORDINATED COMPONENTS, prefabricated parts will use 
special properties of Southern Pine, notably its strength, to 
greater advantage. By such means, one piece of Southern 
Pine will be required, as compared with two for a weaker 


species 


ATOMIC ENERGY may well become a factor in lumber man 
ufacture. The possibility has been expressed that radio active 
isotopes may control thickness, moisture content of Southern 
Pine. Electronic strength studies may permit exact strength 
determination of individual pieces of lumber 


FIRE SAFETY. This dramatic photo contrast shows the great possibility of fire retardant chem 
icals in fireproofing Southern Pine. In the photo on the left, a blow torch is cutting through 
a half inch section of wood. In the photo on the right, it is burning through a half-inch steel 
plate. As hands of clocks indicate, it takes twice as long to burn through the wood section 
than through the steel section. The wood was treated with methylolurea in process de 
veloped by E. |. du Pont de Nemours & Company. 














solute Tension Control 


insures fast, economical strapping 


The USS* Gerrard Model 62 Stretcher gives absolute 
tension control in your strapping operations. There’s no 
need for cautious tensioning “‘by feel.’? With guesswork 
eliminated, you can strap any kind of package quickly 
and confidently. And because the job gets done faster, 
it means less labor, fewer man-hours, more production. 
This adds up to real economy. 


Here’s how the 
MODEL 62 Stretcher works 


The setting and controlling device is built 
into the handle. You simply set the gage 
indicator to the tension you want, and a 
loud click signals when that degree of 
tension is reached. The result is that each 
strap bears an equal share of the load, in- 
suring maximum security for the package. 
The stretcher can be used with *4” x .028, 
34” x .035 and 114” x .035 USS Gerrard* 
Flat Steel Strapping. 

The Model 62 Stretcher, with its ability 
to maintain absolutely uniform tension, 





is ideally suited for any packaging appli- 
cation, no matter what size or shape. For 
information on this and the many other 
versatile steel strapping tools made by 
USS Gerrard, contact a USS Gerrard 
Sales Representative. He has the answer 
to all your packaging-tying problems. 





Integrally built-in scrap cut-off Loud click signals operator Precision-calibrated indicator Adjust for desired tension by 
shear for speed of application, when he reaches the prede- enables operator to select the simply inserting wrench in the 
package appearance and greater termined tension. Proper tension. handle. 





safety. 





Gerrard Steel Strapping = 
United States Steel 

2933 W. 47th St. 

Chicago 32, Illinois 


G d Steel Strapping Dept 
errar ce rapping ep . Please send me, free of charge, the 36-page USS 
U S$ Steel Supply Gerrard Blue Book of Packaging 
Division of — 
Company 


United States Steel. sia 
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The dramatic downtown building displays above... 


. . develop leads 
for outlying 


lumberyards... 


Jobber's 


Here 
is a leo 
rom the 
Chowease 


An average of 165 persons a day visit Pittsburgh whole- 


saler’s building product display center. 


From 10 to 12 pre-sold prospects 
a day are channeled to lumber dealers 
in the Pittsburgh, Penna., area by Iron 
City Sash & Door Co. as a result of 
its downtown “Showcase” pictured 


above 


al OTT 


INQUIRY CARD enables visitor to request 
literature and/or prices. 
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The unique high-traffic showroom 
in the heart of the city was designed 
specifically to pre-sell consumers on 
lumber dealer products and services, 
says J. Duncan Brown, president of 
the wholesale firm. 

Brown launched the Showcase with 
a signed column in the Pittsburgh Sun- 
Telegram. “Our Showcase,” he wrote, 
“is staffed with people having years 
of experience in the building field. 
[heir primary duty at the Showcase is 
to discuss and demonstrate quality 
construction and quality products. 
Whether you are building or not, I am 
sure you will find it interesting and 
colorful.” 

Pittsburgh people responded imme- 
iately. “We are talking to about 165 
people a day at the Showcase. I be- 
lieve it is one of the finest missionary 


Showcase’ Sells for Dealers 


efforts we have ever undertaken,” 
said Brown. 

For their part, retailer customers of 
Iron City Sash & Door are beginning 
to view the Showcase as their own 
downtown showroom. They are send- 
ing their own customers at the rate 
of two or three a day to inspect prod- 
ucts and talk to counselors. About 
50% of the visitors to the Showcase 
are actually in the market; the others 
are simply “window-shopping”. 

A typical dealer reaction is that of 
S. L. Lifsher of Mark Lumber Co., 
Pittsburgh. “This is a most progressive 
program and we are proud to talk it 
up. We give each Showcase lead spe- 
cial treatment and courtesy,” he said. 

Dealer J. Curtis Garvin said, “The 
Showcase is the type of sales promo- 
tion required of progressive whole- 
salers. It is an assist to a dealer’s own 
display room.” 

Displays will be changed regularly, 
according to A. J. Kelly, Iron City’s 
advertising manager. 
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...an exclusive new Sargent Promotion 











Here’s the sales assist your builder customers have been 
looking for. An exciting traffic stimulating program 
geared to today’s progressive home selling. 
And it’s free . . . from Sargent. 
A bin full of Westinghouse prize radios. 
A $500 grand cash award. Newspaper mats, 
displays and a complete kit of merchandising 
materials are ready to back up the sales effort. 
Get all the facts about the LUCKY KEY CONTEST 
from your distributor today. Or write 
Sargent & Company, New Haven 9, Connecticut. Dept. 3 


y-X sy. 


Pictured is a handsome new Sargent design . . . patterned 
aluminum panels set into an escutcheon of polished brass. 


See the full line of ‘‘styled for tomorrow’’ Sargent hardware. 


LO CK SS"... Sign of a well built house’ 





WE ARE EXPERT ROOFERS ! 
AA 





7/4 fy WE APPLY ALL KINDS 
VT OF ROOFS 
Built-up roofing 
Asphalt Shingle 
WE DO GUTTER WORK 
& ALL TYPES OF SIDING 
We feature BIRD & SON 
Roof ing and Siding Products 
' the World’s Finest’ 
FREE DELIVERY in Door County of all types of 
BUILDING MATERIALS from a very Complete Inventory 


= 


Formeriy Sawyer Fuel & Supply Co 


Sturgeon Bay Lumber Co. 


66 S. Neenah Ave. W. Sturgeon Bay 
PHONE 1189 


NEWSPAPER ADS in Door County 

paper play up expert application, 

gutter and siding jobs done by Stur- § 
geon Bay Lumber Co. 
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“FROST BLENDS 
etnediibemeessien, 

















NEW COLORS sell well, according to manager Austin, who stands beside a sample 
board of 16 colors which has caused considerable customer reaction. 


How | Make a Good Profit on Roofing 


Here's the way to turn roofing and sid- Along with the low margin of profit, there was a short- 
; : ; : age of skilled roofers to do the work and those that were 
ing business from a sideline into a mayor de- available were poorly equipped and only partially trained. 
It was common to have to provide ladders and scaffold 
rtment : 
anes ¥ by , , plank, etc. from the lumberyard at no charge to get the 
* Having competent crew on his own payro!l job done. 
: . . Because this was a low-profit, cumbersome sale, we car- 
. 
Quoting G package pee for the job ried a selection of only six colors which left the customer 


* Promoting built-up roofs little choice and did little to increase sales. 
© Offeri sof i a Workmen could not be depended upon to do the jobs 
ering wide selection of colors and many times leaky roofs had to wait months to be ap- 


° Using newspapers, radio and store point- plied. All in all, things were a sorry mess in the roofing de- 
: partment. 

of-sale promotion We decided to experiment with our own truck drivers 
to see if we could develop some good roofers that would be 
on our payroll, under our insurance and at our beck-and- 
call at all times. To start with, we made sure that we chose 
young, strong, sure-footed men who had friendly disposi- 
tions. We provided them with a three-quarter ton dump 

The Sturgeon Bay Lumber Co. struggled along for many box pickup truck equipped with an overhead rack for 
years, selling roofing products and meeting competition as ladders, etc. along with all of the best hand tools available. 
best it could. Roll roofing and asphalt shingles were used It was our aim to not only train them to be expert roofers, 
as a football with many yards selling them at almost cost. but also expert roofing salesmen. 
Roofing at this time was a necessary evil that we had to Start package pricing. In time, we developed two expert 
put up with, but on which we could not make any money. (continued on page 62) 


By Walter H. Austin, Manager 
Sturgeon Bay Lumber Co 
Sturgeon Bay, Wisconsin 
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tind the firm going places...youll find 


treveiNgo Wau 





convenience when seeking « 
i@ material supplier i a specific 
od, those listed helow specialise 
districts in the Metro- 

ted. 


7 MING MAIAL SERVICE 
WON My... Murray 7-640 


Tia ke teod 4.5593 


ott Je ngon ‘s 
5560 Eim St ch . 
Southwestern Tile 
234 Poplar 

Towlar Lbr Co i 

72 Bay View, 

§ Bros inc 

Orange Lane 


er 


* 


UMrray 


- 


FIRCOTONES! 


76389 Abe 


BANTING & SONS 
23008 F airgroove 

GONSOLIDATED BUILE 

' PLASTER-LIS 

surat Sand-Gravel-G 

Metal Lath-€ 

TOOLS—GLA 





DRexe! 8-7750 1156 Penn Dr 


VILLE OGOLITTLE & SMITH INC 
41894 Nebraska 
ERLEIGH BRICK CO 
14130 Linden 
FGLKS BRO INC-———— 
i Conerete F 
Adjustable 
89 Red Leaf Dr... 


MN CO 
iia CE 


: eet Averly 35-4489 
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DISTRICT SALES OPPICES 
- CENTRAL 
UPER-RITE WOOD CO 
3349 Holcomb 


SOUTH 


WOicomb 9- 1000 


| Plaster 


SERVING 


DEREFIELD SINCE 1909 


ties Corner Bead « Coal 
ite « Metal Lath 
Perlite « Rock Lath 


NEIGHBORHOOD BLORS SUPPLY CORP 
24997 Mudson Drive ... Tempest 4-7757 


LEIGHTON 
ACME Tile Co 


Cement « Plaster 


Stone e Arches iy A al 
Bund ao Vda 


JPER-RITE LUMBER CO 
_* edetecmpirg fs HUNT BRO 


LUndorph 7-8890 


Whether you operate one truck or twenty trucks, you can’t buy a tire that costs 
less per mile than Firestone. Billions of miles of carefully kept fleet records 
prove Firestone truck tires outwear all others. 


Firestone has always built extra stamina into every Firestone truck tire. But 
now Firestone brings you a brand-new kind of tire rubber—Firestone Rubber-X. 
Exhaustive truck tire tests proved Firestone Rubber-X is the longest wearing 
rubber ever used in tires! 


Teamed with S/F (Shock-Fortified) cord, Firestone Rubber-X means still more 
trouble-free mileage, still lower costs per mile. No wonder now more than ever, 
more going concerns go on Firestones! Ask about Firestone Rubber-X at your 
Firestone Dealer or Store. That's the place for fast, dependable service, too! 


YOU CAN'T BUY A TUBELESS OR TUBED TIRE 
THAT COSTS LESS PER MILE THAN FIRESTONE 


TRANSPORT = SUPER ALL TRACTION 


Firestone 
BETTER RUBBER FROM START TO FINISH 
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THIS NEW HOME took 80 squares of 
roofing. It was a package sale, using 
Sturgeon Lumber Company's own appli- 
cation crew. 


ae *. -.. = 


BUILT-UP ROOF on this expensive home is 
covered with Mitro-Nite crystals. This was 
one of the major roof jobs furnished by 
Sturgeon Bay Lumber Co. last year. 


COMMERCIAL JOB at the Door County 
shop building was also done by Sturgeon 
Bay Lumber Co. Application crew is also 
qualified to estimate and quote prices. 


OLDER HOME took 
32 squares. One 
sale leads to an- 
other. Neighbor's 
inquiry at new 
home roofing job, 
also pictured, led 
to this job. 





GOOD PROFIT ON ROOFING 


(begins on page 60) 





roofers, but none of us were expert roofing salesmen. We 
were still selling each item individually. The customer would 
get a price from us which included items used, including 
the labor involved, priced individually. He, in turn, would 
shop around on the various items and then come back and 
tell us that we were too high on the shingles, nails, roof 
edge or labor as the case might be. This tended to make a 
big issue of a small sale and we found ourselves wasting a 
lot of time over pennies. 

We decided to try a pricing system that would not sep- 
arate individual items or the number of squares of roofing 
involved. We would quote a flat price on the job completely 
installed to certain specifications and sell it on the merits 
of our fine products and expert workmanship. 

This package sale system has worked out better than 
we ever anticipated. Today we have two roofing experts 
and three helpers at our command at all times. They are 
always busy roofing except when the weather does not 
permit. 

Roofing is not a headache or a sideline at the Sturgeon 
Bay Lumber Co. anymore. Our expert roofers have built 
up a reputation that they are proud of and which they 
continually strive to maintain. We advertise that our men 
are expert roofers and they are just that. There isn’t any 
type of roofing or siding that we can’t install and this in- 
cludes all types of built-up roofs, asphalt shingles, insulated 
siding and asbestos sidings. 

We are at present bonded by both Bird & Son and Philip 
Carey. We handle Bird & Son shingles, roll goods and in- 
sulated siding. Also carried are Philip Carey built-up roof- 
ing asphalts and felts. 

Uses fork lift. Every effort is made to improve on our 
equipment. All heavy materials are handled with a fork lift 
truck that can be taken directly to the job each day and 
also use at the yard for railroad car and truck unloading. 

Our workmen have been taught to go beyond the call 
of duty in cementing good customer relations. We always 
leave the job and the yard cleaner than we found it. All 
refuse is loaded on a truck and hauled to the dump when 
the job is completed. The customer is always given to un- 
derstand that he is the boss and that our men are there to 
try to please him. 

Workmen are paid by the square on asphalt shingles 
and insulated and asbestos siding jobs. All built-up roof- 
ing is installed on an hourly basis. 
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When our men are on a job, the neighbors can get prices 
on their roofing and siding jobs in a matter of minutes. 
Our men are that well-trained and eager to sell. Prices are 
always quoted at a flat per job figure. The number of 
squares of material involved is never mentioned. In this 
way, we become contractors; not just material salesmen. 
We control the whole job which many times includes both 
roofing and siding. It is actually fun to sell roofing when 
you have this type of operation to represent. 

Color is very important and no less than 16 colors should 
be carried in stock at all times. New colors sell well. For an 
example, take the new pastel colors and snow white. About 
35% of our 1957 sales were pastels; 35% snow white and 
the balance is made up of the old standbys, the deep colors. 

One specialty. We, at the Sturgeon Bay Lumber Co., 
believe that a dealer should specialize on one type of shingle 
only and we have made the 215% - 12” x 36” thick butt 
shingle our choice. 

Trick-lock shingles or dutch lap shingles are not sold. All 
shingle roofs sold are represented to the customer as one 
piece finish roofs, because shingles are both nailed and 

(continued on page 64) 
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ING BEGIN 
WITH A COLOR ROOF ame 


POINT-OF-SALE DISPLAY inside the store permits easy change 
of color samples. 
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Evanite pre-finished 
Vee Plank Hardboard 
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Evanite pre-finished 
Perf-O-Bord Hardboard 
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EVANEER FIR PLYWOOD is preferred by users because of its 
consistently high quality. Both interior and exterior are DFPA 
grade-marked. 
EVANITE HARDBOARD specialities are fast-selling . . . guar- 
Gvencer’ Pw Piyweed antee a good profit to the dealer. Now available with baked-in 
factory pre-finish in Driftwood Ivory tone. 
Your jobber can receive both Evanite hardboard and Evaneer 
fir plywood in the same carload. 


EVANS PRODUCTS COMPANY 


Dept. S-7, Plymouth, Michigan 


It pays to buy from your jobber! 


EVANS PRODUCTS COMPANY also produces: fir lumber; ‘‘Evanite'’® battery separators; 

railroad loading equipment; truck and bus heaters; bicycles and velocipedes; Haskelite 

PU WOOL AND MARDBOARD building panels, Plymetl & doors; Evanite Plywall * SALES OFFICES: Plymouth, Michigan 
Danbury, Conn. « Chicago, Illinois » Los Angeles, California » Tampa, Florida » Coos Bay, Oregon 





| Sean 


BUILDING PRODUCTS MERCHANDISER Circle No. 36 on Coupon, page 102 63 


























oro SS a a 


e ‘N 


/ 
Get next to this 
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THREESOME! 
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It’s the Larsen family of patented liquid bond- 
ing agents ... the original and only line of its 


kind. Today spec ified and relied upon ‘round the 
world by major architects, contractors, builders 

for both big and small new construction, re- 
modeling and repair jobs. Nationally advertised 
in Saturday Evening Post plus many leading busi- 
ness magazines reaching your customers. Plenty 
of free “‘in-store’’ sales aids. If you're not already 
cashing in on this ‘Profitable Threesome,”’ write 
today for proof of amazing product acceptance and 
dealer profits. Address Box 5756G, Bethesda, Md 


Tile-Weld: Versatile Grout Ad-Mix and 
Mortar Bond, newest addition to the Larsen family 


Acid resistant. When added with water to Portland 





cement it makes grout more flexible, increases grout 


Same? 
ctrenott cowie ae . , — 
eng provides better adhesio to tile sides 





Produces hard, dustless which minimizes shrinking and 
cracking. Eliminates need for metal lath when used to bond a 
tiie mortar bed to structurally sound surfaces. When used as 
primer-sealer, prevents absorptior f tile mast nt re Ol 


Weld-Crete: Job-proven liquid bonding 


ent which enables your customers to permanently 


ag 
ap 


bond new to old concrete r to any other stru 


turally sound surface. No need for costly, time 





taking chipping, drilling, roughening, acid washing 
or scarifying of concrete base. When used with quick setting cement 
topping, new floors, ramps, driveways, etc., may be laid one day 
and heavy truck traffic run over them the next. Cost to your 


at 


customers as little as 4c per square foot 


Pilaster-Weld: The job-proven liquid 
bonding agent which provides your customers with 
a guaranteed method of permanently bonding all 
types of plasters and cements directly to concrete 
plastered walls and 





eilings, beams, columns 
ceilings, stripped or textured, painted or unpainted brick 
stone wood glass metal ceramic tile. Cost to your 


customers as little as 2c per square foot 


All fine products of 


LARSEN PRODUCTS CORPORATION 
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GOOD PROFIT ON ROOFING 


(begins on page 60) 





glued manually. This one-piece finished roof is very impor 
tant and can do more to close a sale in windy areas than 
anything else a salesman might say 

It is very important to explain to a customer that your 
workmen are fully covered by liability insurance. Most 
small operators do not carry insurance. It is well to explain 
to your customer that in case of an accident or injury to a 
workman, he could be liable for damages. This bit of infor 
mation many times helps close a sale, where a small ope 
ator has quoted a lower price 

Good, reliable, fast workmen sell themselves and the rep 
utation they built on the job spreads by word of mouth very 
rapidly. Word-of-mouth praise from satisfied Customers is 
the best form of advertising a firm can get. Relatives and 
friends of satisfied customers soon become new customers 

Built-up roofs. Lumberyards that enter the built-up roof 
ing business open the door to the sale of other products 
Roof insulation, steel roof decks, steel roof joist, iron and 
copper flashings, gutters and down spouts are some of the 
other products sold along with the built-up roofing 

The latest trend on low-pitch ranch type homes is a four 
or five-ply built-up roof, covered with Mitro-Nite crystals 
This type of roof is one of the most beautiful that man can 
create. Because the snow-white crystals cover all parts of 
the roof, including the valleys and ridges, the finished 
roof resembles a huge, glistening snow drift 

In addition to the fine results obtained from good cus 
tomer relations, it is necessary to have a certain amount 
of actual display area. We have obtained a large revolving 
indoor display from Bird & Son, Inc. that has been very 
successful. It contains a full line of Bird colors and blends 

Promotional aids. Sometime last winter during a slack 
week it was proposed that we work up some sort of an 
outside display. This was subsequently accomplished and 
it has worked out very well for us. It consists of a complete 
line of colors and blends mounted on a large wooden frame 
with inserts for identification purposes. Many motorists 
remark about it when they next come to deal with us. In 
this way, our customers can actually visualize what they 
are about to purchase at any given time 

We also run several radio “spot” commercials daily 
These keep the listener well-informed on the newest roof 
ing and siding products as well as our regular building ma 
terials line 

Another advertising specialty is directly related to the 
crew itself. This would include catchy and pointed lettering 
on their mobile equipment and company identification on 
their work uniforms 





/ 
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How to Sell Roofing 
On the Airwaves 


Daily radio spots promote the services and products offered 
by the Sturgeon Bay Lumber Co. Below is a sample roofing 
spot 

Say, Mr. Homeowner, do you have any idea how much 
expense and misery a leaky roof can cause? Due to the natural 
forces of nature and to actual age, many roofs have reached 
the point of no return in regard to their protective qualities 

The Sturgeon Bay Lumber Co. on the west side of Sturgeon 
Bay is equipped to handle your every roofing need. They have 
an experienced crew of roofing experts. There are never any 
roofing jobs too large or too small for them to handle. 

The Sturgeon Bay Lumber Co. handles a complete line of 
the famous Bird Master-Bilt asphalt shingles in a large selec 
tion of colors and blends. We feature the largest roofing stock 
in Door County 

Remember, for all of your roofing needs, it's the Sturgeon Bay 
Lumber Co. at 66 South Neenah Avenue on the west side of 
Sturgeon Bay. Phone 1189. They have ‘Everything to Build 
Anything.’ 
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You can mechanize without the cost of paving your 
yard area when you use an International 350 Utility. The 
big-diameter pneumatic tires provide ample traction and 
flotation in mud, snow, sand, and soft earth. 


Bigger loads with more stability! Strong chassis, bal- 
anced weight distribution, and wide wheel tread enable you 
to handle two-ton or larger loads, even when unloading 
trucks at construction sites. 


Up to /2 ton 
more tractor 


helps you cut lumber 
and materials 


handling costs! 


Ulury 


You get up to 2 ton more tractor in the International® 350 
Utility than with other tractors of similar power rating. The 
result is stronger chassis, rear axle housings, and other "‘compo- 
nents which give the 350 Utility greater strength and stamina 
for continuous operation with heavy-duty fork lift, front-end 
loader, or both together. Greater built-in weight also means 
greater traction, especially on the soft footings of unpaved yards 
or construction sites. You can handle two-ton loads, lift them 
as high as 2014 feet. 
International 350 design saves in other ways, too. Fork lift 
and power steering both operate from the tractor’s Hydra- 
Touch system, saving cost of an extra pump. If you prefer to use 
a reverse steering attachment and face the load for an easy 
view, the 350’s regular differential is turned over, or “‘flopped”’, 
providing 5 operating speeds in reverse drive. There’s no extra 
cost for additional power train parts. 

& 
See how you can mechanize for profit! .. . see your IH dealer about 
a demonstration of the International 350 Utility with fork lift. For 
catalog, write International Harvester Company, Vert. AL-7, P. O. 
Box 7333, Chicago 80, Illinois. 


SEE YOUR 
INTERNATIONAL 
HARVESTER pea er 


International Harvester Products poy for themselves in use—Farm Tractors and 
Equipment Twine Commercial Wheel Tractors ... Motor Trucks . . . Construction 


Equipment sener Office 1,1 








MIDWESTERN DEALERS are ideally located for cottage sales. This shell cottage, left, is sold 
by Milton (Wis.) Lumber Co. for $1,695. The three-room model (26’x20’) can be erected in 
two days. Firm also builds poultry houses and hog houses. Sixteen summer cottages have 
been sold by Lansing (Mich.)} Lumber Co. so far this year; 67 last year. Lansing offers seven 
models ranging from a hunting cabin at $550. 


It’s Time to Promote 


Outdoor Living 


There's good profit in cabins, cottages and tool storage 
houses. Dealers tell how they advertise and promote these struc- 


tures. 


Dealers throughout the country are 


finding cabins, cottages and garden 
tool houses a nice profitable way to 
supplement their regular volume. 

Frequently, such structures fit in 
nicely with a dealer’s overall fabrica- 
tion program of houses, garages and 
small farm buildings. Although this is 
the height of the season to exhibit 
these popular structures, many dealers 
are discovering that year-around pro- 
motion pays dividends. 

For example, the Lansing (Mich.) 
Lumber Co. takes 4% page ad regu- 
larly in a magazine issued by a state 
conservation club. As an _ attention- 


QUALITY FEATURES and year-round con- 
struction of trussed-roof cottage in news- 
paper ad in Providence Journal. 


porwr’ NEW LINES . . . NEW DESIGNS .. . For ‘se™ 


THE KINGSTON KOTTAGE 
WITH THE FAMOUS TRUSSED ROOF 


ss i — @ Cross Partitions 
Included for 
‘ sae “ 
® Large Bathroom 
¢ @ Combination Living 
Reom Kitchen 
g a OMLY 


©@ 2 Spacious Bedrooms 
ig «4 *1940" 
mae tae Poe, 
28° x 20° PRE-ENGINEERED HOMES 
COMPLETE SHELL Delivered and Erected os Your Frandation ix R1 
Only the “Kingston Kottege” hos the following feotures 
© CONSTRUCTION GRADE WESTERN Ft + a0 oe # ALLS Mia PAINTED 


a) 












Yeer ‘Round Construction * Financing Arranged 
Open Monday thru Saturday, 8 A.M. to 5 P.M. 
SUNDAY 1 P.M. te 5 P.M. 

WOW ON DISPLAY 

NEW 3 BEDROOM MODEL “THE JAMES” 

COMPLETE SHBLL, 32° x 20°, 5 Rooms devs insetenenne § 2240. 
OTHER MODELS ALSO AVAILABLE 
“KINGSTON KOTTAGE DIVISION™ 


Berger Lumber Corporation 
AT KINGSTON RAILROAD STATION KINGSTON, R. | 


TARE ROUTE SOUTH COUNTY 2 TO 124. THEN TURN LEFT 
Phone Sterling 3-3308 Phone STerling 3-3309 
Cannannnnnnnasooooooe HENTY OF FREE PARKING eweventenssmaminnsell 








getter, the firm is offering a free cabin 
for the sportsman catching the biggest 
fish in Michigan this year. 

Advertising of this kind should be 
aimed at the larger towns and cities, 
rather than the resort areas. Ads 
should include a sketch or photo of 
the cottage along with a floor plan; 
list of materials; budget payment plan. 

No down payment and no payments 
during the summer months are induce- 
ments offered by Grossman’s, a New 
England firm, in their vacation cot- 
tage advertising. Weekly payments are 
as low as $2.50. Cottages are sold on 
a do-it-yourself basis with free work- 
ing drawings. Grossman’s printed a 
two-color mail folder illustrating nine 
models 

Halliday’s, a Canadian building ma- 





Shelter 


terials firm, issues a 20-page cottage 
catalog showing their precut and pre- 
fab units. A floor plan and photograph 
of each model is shown together with 
descriptive text. A drawing of a cut- 
away model is numbered and all ma- 
jor parts such as siding, windows and 
rafters are identified as to type of ma- 
terial. 

In addition, the catalog has one page 
of text and illustrations of summer 
cottage accessories—sanitary toilets, 
cottage chairs, safety chimneys, 
screens, plastic pipe, bathroom fix- 
tures, trash disposals, winter shutters, 
etc. Halliday’s has sold almost 500 of 
these cabins in a single year. 

A new cabin promotion kit has been 
issued by one lumber manufacturer. 
The plan book contains 16 architect- 
designed cottages and cabins with 
floor plans; a display rack, showroom 
banners and advertising helps. 

(Write American Lumberman, 59 
East Monroe Street, Chicago 3, Il. 
for source of this new promotion kit.) 





WEST COAST DEALER uses big sign to advertise availability of cabin materials. 
Firm is Sims Lumber Co., Redlands, Calif. 











< samous Arizona Brands 
ma) 





the “HAGHKNIFE™ Brand... | 


The operations of the Aztec Cattle Company, 
known far and wide as the “Hashknife Outfit,” 
once extended from Flagstaff to Holbrook; 
from the Tonto Rim to the Navajo Reservation. 
As the name implies, the brand's design was 
modeled after the old-time chopping knife. 
Much of the old Aztec Cattle spread is now a 
Tree Farm owned by Southwest Lumber Mills. 





NEST “FRIENDLY 1 
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IF there are any young “trail ziders” : mt, ; ALpine 8-4811 


in your family, we'd be happy to send Bales Office: 135 S. LaSalle St.- Chicago 
them an interesting booklet of illustra- ’ %% eh 
; »DEarborn 2-3595 TWX CG 
ee i. se te 


tions and brief histories of famous 
Arizona cattle brands. Just write to our : je at d McNary, Arizona 
General Oftices, Department A-3. bic ‘ My oe 
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MEW -‘ANDEN TOOL HOUSES 


THRER SMART LOOKING MODELS TO CHOOSE FROM 
Play House Standard House 


ee we + oe >, 


Li 


THREE GARDEN TOOL HOUSE MODELS—deluxe, 
standard and playhouse—are on display outside 
showroom of the Neville Lumber & Supply Co., Bur 
lington, N. J. 








OPEN SUNDAYS 
9 A.M. to 1 P.M 
FEATURE FOR FEATURE...YOU CAN'T BUY BETTER... 
DURABLE IN CONSTRUCTION ... AND LONG LASTING. 
These houses made of all #1 material and of the finest workmanship. 


equipment, lawn mov 


etc. For storw 


BUY DIRECT FROM MILL 


Call How! 
LUMBER € SUPPLY CO! DUdley 6-2500 








i SAMPR HOUSES ON DISPLAY AT HIGHWAY 130 AND HULME STREET, BURLINGTON, NEW JERSEY 


wie eed 


TEN TOOL HOUSES are fabricated each week on NEWSPAPER AD like this one sold 27 garden tool houses the first 
the average in the Neville shop by a carpenter and week end. Suggested uses for houses: bath house near outdoor pool, 
his assistant field offices, ham shacks, pigeon lofts, garden equipment, storage, etc. 





Dealer-Made Tool House Sells Fast 


Capitalizing on the lack of storage signed three different models. One 1s Packaged sale. All three models are 
space in the average house in their a deluxe house retailing at $189.50. delivered to the customer in a package 
area, the Neville Lumber & Supply The size is 6’x8’x8’, all wood con- consisting of seven prefabricated sec- 
Co., Burlington, N. J. designed and struction with 2x3 studs. The standard tions, ready to erect. Each house con- 
fabricated a garden tool house, which house, which retails for $139.50, is sists of a floor, three sides, a front 
has become a fast seller. The firm the same size, but features exterior and two roof sections. Without any 
not only sold 27 tool houses the first weatherproof homosote and 2x2 stud- previous construction experience, the 
weekend after they were advertised but ding. The smallest design, 4’x6’x6’, average customer can erect the small 
took a number of orders for future which can also be used as a _ play- building in about five hours. 
delivery house, also features exterior weather- A shipping list detailing 24 different 

President J. Harris Neville has de- proof Homosote and 2x2 studding. parts enables the driver to check each 

item as it is loaded and the customer 
to double-check his purchase upon de- 
livery, since no allowance is made for 
shortage after the driver leaves. The 
customer also receives a_ 10-point 
erection sheet 
The three model houses erected ad- 
jacent to the showroom enable the 
prospect to examine construction de- 
tails more closely. In addition, the dis- 
play attracts considerable attention 
from highway traffic. The store is 
open on Sunday from 9 a.m. to 1 p.m. 
Many extra sales are made at the 
time a garden tool house is purchased. 
These sales include paint, weather- 
vanes and ramps that make it easier 
to get wheeled vehicles in and out of 
the house. It takes about one gallon of 
PACKAGED FOR DELIVERY, a tool house is loaded on a Neville truck. One truckload paint to cover a house and two coats 
will take two houses. Deliveries are made within a 60-mile area. (continued on page 99) 
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Log Hook with standard 48” Tines securely holds 
lumber, poles, pipe, and other cumbersome loads. 


Stretch Dollars — Save Manpower with equipment that does more... 


QUO BUMLEL PORN 4IFR? 


DOES THE WORK OF TEN 
SINGLE-PURPOSE MACHINES! 


Now, you can machine-handle all types of solid or semi-solid materials in 
bulk and packaged form with one efficient, low-cost piece of equipment! The 
all-new Work Bull Fork Lift is designed with ten quick-change attachments 
including Materials Bucket, Log Hook, Scrap Grab, adjustable Block Forks, Side 

: Shift, Mast Extension, Load Clamp, Bale Clamp, Angle Dozer, and standard 48” 
cepaeen Seapets Vines ond Se -— Tines! You buy only the attachments you need to expedite current production . . . 
Shift handle cubes, pallets, skids. aap af $ : me ‘ ; 

add additional attachments as you expand into other profitable fields, or as you 
need them to build and maintain your own storage yards and accessways 


Since the Work Bull Fork Lift comes equipped with three-spool valve, 
attachments require no additional hydraulics. Simple selector is available for 
adapting the three-spool controls to four-way use. Centralized location of 
hydraulic connections save you time on changeovers Quick-couplers engage 
snugly without the use of special tools 


Work Bull’s compact design makes full use of the top maneuverability 
provided by full-time power steering and individual turning brakes. . . assures 
faster cycling in close or open quarters. Foot throttle overrides the hand throttle 
to eliminate the necessity of manually controlling engine speed while shifting gears 
or during load-lift operations. 


Low silhouette lets you operate under 8’ 2” top clearances, and affords a 
stable base with low center of gravity for hoisting cumbersome loads. Despite 


13 cu. ft. Materials Bucket dumps : : stdin ‘ : é - = > ; ’ 
hydraulically at heights up to 10’. its low lines, this rig still maintains a full 10’ lift height and has the high flotation 


you need to operate in rough and muddy areas. Extra-large hydraulic cylinder 
delivers the powerful thrust you need for smooth, no-shock lifting of objects 
weighing up to 4,000 pounds. 


These are just a few out of the dozens of years-ahead features that make the 
Work Bull Fork Lift the finest rig you can own for handling materials on-the-job 
or in-the-yard . . . both, on and off hard surfaces! 


Other Massey-Ferguson light and medium industrial equipment includes Work Bull 

Tractors, Multipurpose Tractor Loaders, Davis Loaders and Backhoes. For information on 

the complete M-F line ask for Brochure G-4. For specific information on the Work Bull 

Fork Lift ask for Brochure FL-4. Write MASSEY-FERGUSON INDUSTRIAL DIVISION, 
1009 SOUTH WEST STREET, WICHITA 13N, KANSAS 


ni, 


Work Bull 1001 is a fast, multi- : } MASSEY-FERGUSON 


purpose rig for stone, sand, aggre- 


gate plants. Has instant reverse! } +f rv p 4 y INDUSTRIAL DIVISION 








CABINET HARDWARE 











By PAUL ERGANG 


American Lumberman's 


Merchandising Consultant 


In merchandising a store fixture properly to 
sell cabinet hardware the dealer must combine 
actual products and sample boards supplied 
by the manufacturers. It is wise in these com- 
petitive times to critically examine products for 
modern packaging, and the sample boards from 
the point of flexibility. 


Packaged hardware. Almost overnight fa- 
miliar hardware long sold from cartons or en- 
velopes has emerged in window boxes, blister 
packs and see-thru envelopes. While still binned 
by many dealers they sell much better when 
hung from special hardware available. 

In the rush to cash in on the plus sales en- 
couraged by visible packaging, some manufac- 
turers have introduced carded merchandise with 
definite dealer drawbacks. These include: 

1. brittle visible “windows” which soon dry 
out allowing merchandise and screws to escape. 

2. unsatisfactory “all-purpose” suspension 
cutouts at the top designed to work with all 
kinds of hardware. Often the cutouts fail to 
work properly with any hardware, requiring 
constant straightening on the fixture. 

3. drab colors used for the package are all 
too frequent and look especially bad against 
a neutral painted perforated hardboard back- 
ground. 

4. over-priced merchandise due to expensive 
packaging. Modern, high speed packaging 
should keep your merchandise competitive 
only slightly more than boxed goods which re- 
quire more clerk’s time and never lead to im- 
pulse sales. 


Modular sample boards: What are the sizes 
offered by manufacturers? There are two basic 
modules popular today because they fit typical 
fixtures with minimum fuss: 

12 x 12” (and multiples 12 x 24”, 24 x 24”, 
etc.) 

15 x 15” (and multiples 15 x 30”, 30 x 30”, 
30 x.15”, efc.) 

When manufacturers do not supply the deal- 
er with displays using either of the above mod- 
ular dimensions, it’s more than a problem of 


Store Laboratory 


just a proper fit on the store fixtures. A variety 
of odd dimensions presents to the customer a 
haphazard effect far from pleasing. 

It should be mentioned that many sample 
boards shipped to the American Lumberman 
Store Laboratory arrived in a damaged condi- 
tion, without dealer assembly — instruction 
sheets, or a key stock list. 


Packaging Changes. A warning to dealers 
seems in order. The trend in packaged hard- 
ware is moving so fast that a danger exists of 
getting stuck with a sizeable inventory of mer- 
chandise which may be dated because of ob- 
solete packaging. 

Along with visible packaging will come new 
display methods on the fixture itself. It is per- 
fectly clear right now that shelves may be 
eliminated entirely except for builder's hard- 
ware and certain heavy merchandise. 

Store fixtures will then be very simple. Mere- 
ly a panel of perforated hardboard, metal o1 
plastic held up vertically by two uprights. 


New styling of hardware. In the past year 
the manufacturers must be complimented on 
the smart styling developed for much cabinet 
hardware. It creates for the dealer, however, 
certain problems. To take on these new items, 
turnover must be stepped up from 2-2! times 
(good now) to three or four times. Visible 
display surely helps but for styled hardware 
it must be stated that self-service or self-selec- 
tion is only part of the answer. 

Much of the new hardware has fashion ap- 
peal and it takes a well-trained sales person 
to discuss hardware in coordinated colors in 
the kitchen, for example, with a woman cus- 
tomer. Beautiful new cabinet hardware deserves 
a better location in most stores. The fixture 
belongs on a main island for maximum ex- 
posure to store traffic. 

As in previous articles in the display series 
we have employed a very flexible island fixture 
developed exclusively for American Lumber- 
man. It measures 60” long and has a basic 
height of 52”. The design permits unlimited 
adjustability of shelves. Special brackets permit 
increasing the height of the fixture to utilize 
“air rights” on the store floor. The trend today 
is toward higher fixtures. We don’t like them 
but the many new lines being added in yards 
must be accommodated. 














"DISPLAY-IN-ACTION” 
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ISLAND FIXTURE combines both carded merchandise and 
manufacturers’ sample boards. All merchandise is placed for 
easy viewing and examination by the customer. As discussed 
on the facing page, it may be anticipated that glass binning 
will gradually disappear, to be replaced almost entirely by 
carded merchandise hung from perforated hardboard, steel or 
plastic panels. As shown here the display is thus in transition— 
some binning, some hanging merchandise—just as it is in most 
stores today not fully stocked with carded goods. 





THIS COMPACT FIXTURE for cabinet hardware, supplied by 
a manufacturer, fits easily on the end of an American Lumber- 
man island. The unit is delivered to the dealer ready for use 
with specially selected stock known for fast turn-over. 


CREDITS—We acknowledge the cooperation of the following 
progressive firms: Washington Steel Products; Corbin Cabinet 
Lock Div., American Hardware Corp.; McKinney Mfg. Co.; 
C. Hager and Sons, and the Amerock Corp. 
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Home Improvement New Commercial Buildings 


Garage extension is one of the many types of home im- New bank handled by Roth Brothers. Bernard Roth is a 
provement jobs done by Roth Brothers. Note job sign. registered professional engineer. 


Business is booming for this dealer . 


How to Play the Entire 


Construction Market 


Personal service, guaranteed job satisfaction and adequate financing 
spreads favorable word-of-mouth advertising. 


By Bernard B. Roth, Manager, 
Home Improvement Division 
Roth Lumber Co., Irwin, Penna. 


ROTH prorners 


BERNARD B. ROTH, author of this article 
AIR VIEW of Roth Brothers layout shows separate home improvement center, right. which tells of Roth Brothers success in 
Firm does about $200,000 annually in home improvement sales. construction fields. 
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Subdivision 


Being built across from lumberyard, subdivision includes 
rental units (in background) and private homes. 


We have always found it pays to do 
the job right. There are no halfway 
measures. You must take care of de- 
tails if you're going to succeed in this 
highly competitive business. Though 
there may be some mechanics who 
do slip-shod work, we won't tolerate 
it on any of our jobs. 

Our men are watched closely and 
we insist on perfection. In this way 
our customers are always. satisfied. 
They know they can depend on our 
quality and our work. Customers who 
are difficult to please are our meat. 
These are the kind we particularly 
like to work for because we know 
that when the job is completed they 
are going to tell others about it 
which means more business for Roth. 

In many cases one job will create 
another lead and this is proving more 
and more true as the people of the 
Greater Pittsburgh and Irwin area 
know of the many services we offer, 
those which every lumberman in the 
country might do well to emulate to 
get more business. These services 
include: 

1. Efficient home planning. Every 
lumberman knows that a good home 
planning service is a must. 

Architectural service. Regis- 
tered architects prepare rough sketch- 
es, then follow through with a finished 


HOME PROSPECT discusses plans with 
Sam Kirschenbaum. Roth Brothers are 
developing their own subdivisions. 
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Commercial Remodeling 


near Irwin. 


drawing for the customer. We do all 
types of commercial, residential and 
industrial design and _ construction 
from a one-room addition to the 
building of a bank. 

3. Engineering service. Our en- 
gineers survey every angle of a job to 
discover the best way to tackle it. 

4. Remodeling. More  remodel- 
ing is handled by our company than 
anyone else in the area. At present, 
we are building a 60’x80’ addition to 
an exclusive restaurant near Irwin. 

5. Building mechanics. Our me- 
chanics—carpenters, plumbers, elec- 
tricians, etc., are not on our payroll, 
but we have a working agreement 
with the best men available in their 
field. Our men are well paid and 
there is no difficulty in getting top 
craftsmen. 

6. Rental apartments. We build 
apartments for rental. We have built 
44 units thus far and they are usually 
rented before completion. Each con- 
sists of five or six rooms with integral 
garage. 

7. Customer types. We give the 
same service to a do-it-yourself cus- 
tomer as to the man who plans to 
build a motel. With complete hard- 
ware, electrical, plumbing, lumber and 
building supplies, we are prepared to 
answer every customer’s needs. 

8. Making friends. All of our me- 
chanics help promote our business by 
the “personal touch” on each job. No 
man is told to finish a job in a hurry 
for the sake of saving money on labor 
costs. The job is expected to be done 
right. These men are always alert for 
new jobs. 

Telephone solicitors who made our 
initial contact in most cases do not 
just talk on the basis of “Do you 
want work done?”, but with the idea 
of making  friends—good, _ lasting 
friends, who will mean future sales. 

We feature give-aways as one meth- 
od of promoting home improvement 
business. For example, prior to 


Redwood siding is being applied to a 12-unit motel addition 


Thanksgiving, free turkeys were given 
with each home improvement job; 
prior to Christmas, free Christmas 
trees; during January, free fruit bas- 
kets. These give-aways really go over. 
All of them help our volume. You'd 
be surprised how easy it is to get a 
job when you show someone you are 
giving him something absolutely free 
with no strings attached just for the 
privilege of serving him. 

We are starting a Speaker’s Bu- 
reau, primarily to interest the listeners 
at the various clubs and organizations 
in remodeling. Just as an example, 
last February, we spoke to the Cereal 
Woman’s Club, a local organization, 
on the subject, “Your Home in the 
Twentieth Century—Modernization— 
Why? How? and When?” 

We have three to seven salesmen 
depending on the time of year. They 
work on straight commission. So far 
as sales aids in the store are con- 
cerned, we have a kitchen display, a 
storm door and window display; vari- 
ous types of roofing material; panel- 
ing, plywoods and lighting fixtures 

By showing these “samples” to our 
customers, they are sometimes apt to 
buy on the spot. Many sales are 
closed without even going to the cus- 
tomer’s home but by being able to 
visualize with them how a kitchen 
unit or paneling or lighting—or even 
a storm door—will look. A planning 
center in our storeroom helps do this. 
For visual sales aids, we use colored 
slides and occasionally motion pic- 
tures. 

Help do-it-yourselfers. We help 
do-it-yourself customers by going out 
to their home and showing them how 
to do it, making sure that they have 
the proper equipment. We do not 
try to push our service upon him. 
There is already plenty of work. Sit- 
ting down with him, helping him with 
any angles of his complex problems, 
we investigate our do-it-yourselfer’s 

(continued on next page) 
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Help customers sell and serve 
themselves— make full use of mod- 
ern displays and merchandisers for 
faster turnover at higher profit. 








For example, flexible Amerock Twin- 
Size Displays can be mounted individ- 
ually or framed two or three together, 
either vertically or horizontally as 
shown. Twin-Size Displays can also 
be used to show the complete Amerock 
line on a counter or an 
island when used in a 
No. 2500EH Revolv- 
ing Display. For com- 
plete self-service 
department, combine 
No. 2500 display with 
Amerock merchan- 
disers as shown at top 





Eye-appealing Amerock Twin-Size 
Displays fit NRHA fixture doors... 
help you put your wall space to work 
for you. 


Ask Your Amerock Wholesaler 


Amerock CORPORATION 


Dept. Al 87 
Rockford, Ill. * Meaford, Ont. 
Circle No. 74 on Coupon, page 102 
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HI-Fi ROOM ADDI- 
TION is a $7,500 
job for Roth Broth- 
ers Co. Aluminum 
casement windows 
are being’ used 
throughout. 


SAMPLE MATERIALS help partner Frank Roth, left, and counter 
manager Eddie Geiger, right, sell customer. 


troubles to discover how we can help 
him lick them. Sometimes all that ts 
required is the leasing of a floor 
sander, a disc sander, or various 
power tools or other equipment which 
the average homeowner does not 
have. We are glad to furnish instruc- 
tions to him on its use, and rent these 
items at nominal cost. 

All methods of advertising are em- 
ployed. We take radio spots on 
WEDO, McKeesport; use display ads 
in local papers, plus point-of-sale ad- 
vertising. We erect job signs, which 
shout “Roth Bros.” to the many side- 
walk superintendents. We budget 
about 142% for home improvement 
sales. 

For the most part financing on 
home improvement and remodeling 
jobs is handled through banks. Banks 
and building and loan associations 
handle our new construction jobs. A 
very small percentage is carried by 
our own company in home improve- 
ments. Presently, we are «a rrying 
less than 2% on our books. 

We help the customer by handling 
all the details of financing, make ar- 


rangements for the loans and—only 
in cases where the job exceeds $3,000 

do the people themselves ever have 
to go to the bank. On most jobs over 
$3,000 all paper work is handled in 
the office or in the customer’s home 
(Editor’s note: This indicates the great 
faith the banks have in Roth Bros.) 


New home activity. Our new 
homes range from $13,000-$40,000. 
Although we built nine houses in 1957, 
we expect to top that figure this year. 
In our own subdivision called The 
Summit, we have constructed four 
apartment houses and a. split-level 
home. In the development of other 
projects, Jacktown Acres, for exam- 
ple, we have built over 50 homes. 
We have helped develop the West- 
wood Plan of lots, a subdivision to 
the east of us, and also build on cus- 
tomers’ own lots. 

New homes improvement and new 
home crews being the same, we're 
proud of their work in the field. Fi- 
nancing of new homes is arranged 
through banks and savings and loan 

(continued on page 103) 


July 7, 1958, AMERICAN LUMBERMAN 4ND 





sell the versatility of 


« 


zi HARDWARE CLOTH 


You can serve your customers better . . . and, at the same time, increase your 
sales ... by suggesting these uses of CFal Hardware Cloth to your customers. 


The lower portion of 
your screen door will 
be a great deal 
stronger and less 
subject to damage by 
children or pets if it 

is reinforced with 
CFal Hardware Cloth. 


The family pets are 
free to romp 
anywhere in this 
yard... yet the roots 
of the young trees 
are protected by 
long-lived CFal 
Hardware Cloth. 


Whether you are 
building a rabbit 
hutch, a cage for 
white mice, a pen for 
fur bearing animals 
or an aviary for pet 
birds, CFal Hardware 
Cloth will meet your 
requirements. 


be sure you sell them 


CFal HARDWARE CLOTH — That way you know 
they're getting a hardware cloth that’s heavily 
galvanized for extra long life and added stiff- 
ness ... won't break even when it’s severely 
bent ... retains its formed shape...and is 
available in a complete range of mesh sizes. 
See your jobber for complete details on CFal 
Hardware Cloth... Today. 


CFal Hardware 
Cloth, fastened 
under a low course 
of roof shingles and 
across the top of 

the gutters will 
prevent leaf 
accumulation without 
impairing the effec- 
tiveness of the gutter. 


Once rats establish 
themselves in a house 
it is difficult to 
eradicate them. Low 
windows and other 
openings should be 
screened with CFal 
Hardware Cloth. 


Home gardeners 
often use simple 
screens made from 
CFal Hardware 
Cloth to prepare 
earth and materials 
for seed beds and 
gardens. 


All of these suggestions, plus many more, 
are shown in a handy folder prepared 
by CFal for the convenience of both you 
and your customers. We'll be glad to 
supply you with the copies you need. 
Ask your jobber for full details. 


HARDWARE 
CLOTH 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque « Amarillo « Billings - Boise - Butte - Denver - El Paso - Ft. Worth + Houston - Kansas City « Lincoln - Los Angeles - Oakland - Oklahoma City 
Phoenix + Portland « Pueblo - Salt Lake City - San Francisco - San Leandro - Seattle » Spokane - Wichita 
CANADIAN REPRESENTATIVES AT: Calgary - Edmonton - Vancouver - Winnipeg 4618 
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Truck Driver to Sales Manager 


Newly-appointed executive of Lampland Lumber Co. says that 
product knowledge is most essential element in stepping up from 


yard work to sales. 


A truck driver can still work up 
through the ranks and become a good 
lumber salesman, although it may not 
be as easy as it once was. 

That is the view of Ellsworth O. 
Ingvalson, new sales manager of 
Lampland Lumber Company, St. 
Paul, who is in a position to know: 
28 years ago he began work for 
Lampland as a driver and general 
yard man; successively, he has been 
yard foreman, salesman, manager of 
contractor sales and, as of last April, 
sales manager with a staff of seven 

“A truck driver can become a good 
lumber salesman with a lot of hard 
work and learning all there is to know 
about the product he’s carrying,” Ing- 
valson said. “He cz.n’t do it simply by 
driving a truck. My five years as a 
driver-yard man in the 1930's con- 
vinced me that product knowledge is 
essential. You have to know as much 
as possible about something to sell 
it well.” 

He admits that the truck driver to 
yard man to foreman to salesman 














Circle No. 40 on Coupon, page 102 


progression is not the usual approach 
to sales. “A good way to begin now 
is as a draftsman, then progress 
through billing and detailing and work 
gradually into sales. But a driver can 
still make it if he wants to work at it.” 

Whatever his regular job, a poten- 
tial salesman has to meet as many 
people as possible and make personal 
calls whenever possible, Ingvalson 
“A warm, friendly personality 
appearance certainly are 


feels. 
and good 
essentials, too.” 

But it is product knowledge that 
Mr. Ingvalson emphasizes to his sales- 
men; that is his approach to his own 
job. For example, a sales award of 
last year allowed him to make a trip 
through the West Coast lumber mills. 

“That certainly has helped my work 
here,” he says. “I now realize more 
fully the problems encountered by the 
mills which, in turn, can become our 
problems as retailers. In the past it has 
been difficult for me to understand 
why certain lengths were not in am- 
ple supply. But now that I’ve seen the 


Olas, 


SALES MANAGER INGVALSON of St. 
Paul has been with Lampland Lumber Co. 
for more than 25 years. He was one of 
the three top award winners a year ago 
in the Lumber Dealers’ Merchandising In 
stitute national sales contest. 


technical problems of the mills, I can 
understand why some lengths just 
aren't available. As a result, I can ex- 
plain it more intelligently and con- 
vincingly to our customers. Everyone 
in lumber sales would benefit by a 
similar tour.” 


BLUO) 


Installing Maywood Folding Doors makes sound building 
sense. @ They're top quality... expertly turned 
| from select Ponderosa Pine, Philippine Mahogany, Tupelo 
Gum or Birch. @ Exclusive features such as Automatic 
Tension hardware fittings mean they'll never stick, never 
. sag even if the house settles... yet are easily removable for 
cleaning or refinishing. @ Maywood units are available in 
two or four-panel units in five basic designs... come as a 
complete package including all hardware. Their low initial 
cost plus the minimum installation cost add up 
to real savings for the astute builder. 


IYWOOD, Inc. 


P.O. Box 706 


Amarillo, Texas 
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not from the 


Umanun Pt. N ORTH 


nga Bay not from the 


| SOUTH 


"but only from the 


= BISLIG BAY AREA 


Now, Long-Bell imports all of its Philippine 
Mahogany from Bislig Bay, Mindanao, lo- 
cated in the Philippine Islands — in an area 
noted for its constant rainfall, temperature 
and deep ground humus. It is these factors 
that assure you of a constant quality of 
medium texture Philippine Mahogany. 


























This uniform dependable quality offers you 
a new source of workable, durable Philippine 
Mahogany, backed by Long-Bell’s years of 
experience kiln drying. You don’t have to 
worry about getting “hard” Philippine Ma- 
hogany from the north mixed with “soft” 
Philippine Mahogany from the south. 


This Philippine Mahogany is available in 
straight cars or mixed cars with West Coast 
Lumber and Plywood. Our inventory in- 
cludes lumber, casing and base, mouldings, 
solid paneling and plywood. 

Excellent transportation facilities deliver 
Long-Bell quality woods to you... at com- 
petitively low cost. 


INTERNATIONAL PAPER COMPANY 


lonc-RetL 


DIVISION 
Kansas City, Mo. Longview, Washington 


iets Ae se pds Gee Aa ; 4 Siitnens a wie 
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Role of Wholesalers 
Is Popular Topic 


Statements on distribution as it 
applies particularly to wholesalers 
have been issued frequently in re- 
cent months. 

[wo typical statements come 
from Superior Metal Fabricating 
Co., Niles, Ohio, and McDonald 
Manufacturing Co., Dubuque, 
lowa. 

Wholesalers have a responsibility 
to wholesaling and must avoid 
practices which will break down 
the respect which the public has 
for the economic rightness of these 
“middlemen,” according to the first 
of a series of industry news letters 
written by R. W. Bingham, sales 
vice-president of Superior Metal 
Fabricating Co. 

Bingham outlined three acts by 
some wholesalers which, he says, 
tend to destroy the function of 
wholesaling 
manufacturer 
to sell them 
the truckload 


some 
needs an order 
quantities at 


* Inducing 
who 
small 
price 
¢ Seeking to 
ers to 
tomers. 


manufactur- 
their cus- 


induce 
deliver direct to 
¢ Seeking an additional discount 
which they then proceed to give 
away. 





THE A. L. DISTRIBUTION FORUM 


Worst evil. Bingham says that 
direct shipment to the customer is 
the worst evil. 

“A manufacturer who is expect- 
ed to ship small quantities at the 
truckload price and deliver directly 
to the dealer does not need the 
services of a wholesaler,” Bingham 
said. Bingham charges that when a 
wholesaler induces a manufacturer 
to grant an extra discount, that sav- 
ing never gets to the consumer. In 
a news letter to be issued later, 
Bingham will discuss the respon- 
sibility which the manufacturer has 
to his industry. 

“Declare your policy”. Solving 
the very old problem of “mixed 
distribution methods” is impera- 
tive today “so that management 
can diligently apply its talent to 
reducing selling costs through se- 
lected channels,” according to R. E. 
Sage, general sales manager of 
A. Y. McDonald Manufacturing 
Co., building materials distributor 
in Dubuque, Iowa. 

Speaking before a Dubuque 
business audience, Sage said: 

“Manufacturers must make a 
stand and declare themselves as to 
what method of distribution they 
are going to use in the tremendous 
growth years ahead. If they are 
going to sell direct, then they must 
declare that position. If they decide 
to sell through dealers or whole- 


salers, then that position must be 
declared. But they cannot expect 
to have a deviation from their de- 
clared channel of over 3% and 
have their sales program effective. 

“Unfortunately, many manufac- 
turers today are not willing to take 
the stand and publicly declare that 
they will distribute via a certain 
channel. 

“On the other hand, many whole- 
salers and dealers are not loyal to 
those manufacturers who have 
openly and unequivocably declared 
their sales policy to be strictly 
through the wholesaler or dealer.” 

Dealer loyalty. Sage said that if 
a producer maintains a rigid pol- 
icy of selling through wholesalers 
and dealers, he has a right to ex- 
pect these business men to be loyal 
to them. 

“If a manufacturer will not come 
out in the open with his declared 
policy, it is up to the dealer or 
wholesaler to demand these policies 
to be stated in writing,” said Sage 
“If a wholesaler or dealer will not 
commit himself as to his purchas- 
ing policy it is certainly only right 
that the manufacturer be given the 
opportunity to request a_ policy 
Statement from such reseller in 
writing. Dual distribution and pur- 
chasing programs have not worked 
in the past and cannot work in the 
future.” 





FOR BETTER, STRONGER WALLS 


USE WAL-LOK 


MORTAR JOINT REINFORCING 


teBennett PANEL 


CROSS-CUT OR 


RIP  . 
TIL BOARD Cutting panel | Ss AND KNURLED \' 
| Ob |For A POSITIVE S 


€ 
nINATES 


And Other Materials! 


Retail lumber yards all over the 
U. S. and Canada are using the 
Bennett 2-Way Panel Saw to give 
quick, accurate, cut-to-size serv- 
ice—at a profit. 

GALVANIZED 
CROSS RODS 


@ ACCURACY—all cuts are 
consistently square. Verti- 
col and horizontal scales 
ore attached for selective 
cuts. 


CROSS BAR 
HOLDS SIDE 
BARS UP 


SAFETY—machine is fool- 
proof. Completely safe for 
unskilled help. 


RIPS OR CROSS CUTS 
without removing panel 
from machine. 


MORTAR GRIPS 
ALL THE WAY 
AROUND 


ONE MAN OPERATION— 
one mon con cross cut or 
rip a 4’x 12’ panel quicker 
than two men can on a 
table saw. 








NW ADRIAN PEERLESS, INC. 


1413 E. MICHIGAN ° ADRIAN, MICH. 


WRITE FOR PRICES AND LITERATURE 


RICHARD C. BENNETT MFG. CO. 


BOX 339 LACEYVILLE, PENNA. 
Circle No. 42 on Coupon, page 102 inde We. 45 oa Counen, pope 102 
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only Ai 
HAR-VEY hardware 


has all these features 


BUILT IN DOOR STOP 
LIFETIME 
NON-BINDING 
NYLON, GUIDE 


EXTRUDED 
ALUMINUM 


TRACK * f “S NEW KUSH-N-STOP 
REVERSIBLE 
UNUSUALLY RIGID JAMB HINGE 


GUIDE HANGER 
ADJUSTMENT SLOTS 
FOR EASY EXACT ALIGNMENT 


AVA 





Made to please your customer... 
NEW! Har-Vey “B”’ Line Slide-A-Fold Hardware 


HAR-VEY SLIDE-A-FOLD HARDWARE is fash- 
ioned for the sales minded builder . . . it gives folding 
doors that sure, silent, smooth action needed to delight 
the most discriminating home buyer or home owner 
The new Har-Vey jamb hinge rigidly supports the 
door’s entire weight. The single top track serves only as 
a guide, assuring a lifetime of smooth, quiet and 
effortless operation. Look for the Har-Vey name 
stamped on metal parts . your assurance of superior 


quality. 


UNITS COME IN USEFUL HANDI-PAKS .. . one 
box to one opening . contains everything to com- 
plete the job. Har-Vey’s unique design pays a bonus to 
the user in fast, easy installation. Har-Vey Handi-Paks 
are easy to stock . . . cuts your inventory, handling 
and sales costs. Price—eminently reasonable (and with 
no compromise in quality) . . . Har-Vey ‘‘B” Line 
Slide-A-Fold Hardware comes in 6 sizes from 2’ door 
openings at $3.79 to 6’ openings at $8.79. Write for 
complete details now! 


lock at the easy one man installation... 


MARK LOCATIONS MOUNT TRACK & JAMB HINGE ATTACH DOOR TO HINGE ATTACH GUIDE HANGER ATTACH KNOBS 





Write for New Bulletin H-17 
AMERICAN SCREEN PRODUCTS COMPANY 
World’s largest manufacturer of window screens 
General Offices: 61 E. NORTH AVENUE 
NORTH LAKE, ILLINOIS 


©1958 by American Screen Products Company 


BUILDING PRODUCTS MERCHANDISER 


HAR DWAR E women 
HOMESHIELD 
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What's New in Cabinet Hardware 


Futura Backplate 


Designed to accent the beauty of V- 
shape pulls, an attractive backplate (No. 
143) is ideal for use on either right or 
left-hand cabinet doors as well as draw- 
ers. It is available in all finishes and is 
pictured as used with the popular Futura 
V-shaped pull. Backplate measures 4'2” 
overall, with holes on 3” centers. Penn- 
Akron Corp., Hardware Div., Dept. AL, 
Woodside 77, N. Y. 

Circle No. 201 on 


Coupon, page 102 


No. 500 Cabinet Hardware Unit 


The No. 500 Medalist Floor Unit dis- 
plays three assortments of cabinet hard- 
ware, forged iron hardware, Provincial 
trim, lock and sash hardware and brass 
shelf hardware. The items are packaged 
in Select-a-Pak boxes with clear acetate 
slide covers. Select assortments are avail- 
able in merchandising shelf units, com- 
plete with shelf, binning, glass and nec- 
essary clips. Assortments can be mounted 


Amer-Ply-Wood 
Light and prefinished, 
Amer-Ply-Wood panels are 





4 x 8’ x 5/16”. High- protection to the floor, is pocket installations, 
grade lacquers add a lux- washable and comes in 10 2-door Rezo-Fold 
urious finish to the panel- standard shades. Can be completely 
ing, which is ready for in- used on many surfaces. with doors hinged, holes 
stallation. Southwood Geo. B. Smith Chemical drilled for hardware. Paine 
Corp., Dept. AL, Box Works, Dept. AL, Maple Lumber Co., Dept. 
7385, Fort Worth, Texas. Park, Ill. Oshkosh, Wis. 

Circle No. 205 on Coupon, page 102 Circle No. 206 on Coupon, page 102 Circle No. 207 on Coupon, 
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Floor Enamel 
Smith’s 
Floor Enamel 

























on wall, gondola or island display units 
The No. 500 unit has eye-catching dis- 
play board; mounted hardware on display 


is determined by type of hardware as 
sortments ordered. National Lock Co., 
Dept. AL, Rockford, IIl. 

Circle No. 202 on Coupon, page 102 


Lustrous Furniture Pulls 


Every pull in a new line is an exclu- 
sive style by a famous designer. Offered 
in a permanent bright brass luster that 
will not tarnish, each pull is wrapped in 
a work sheet showing 24 easy-to-make 
furniture designs. Each design fills a need 
in any home, is easily scaled and con- 
structed from materials sold by the deal- 
er. An accurate scale of C to C measure- 
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rubber-base 
adds extra 


A 2-Door Unit 
Designed to replace or 
eliminate sliding door and 


unit 
carton-packed 










ments for all pulls is imprinted on the 
worksheet with instructions for using, 
says maker. A colorful display board fo- 
cuses attention on the several pulls a do- 
it-yourself man needs to make one of the 
cabinets, chests or desks suggested. Fault- 


less Caster Corp., Dept. AL, 1521 N 
Garvin St., Evansville 7, Ind 
Circle No. 203 on Coupon, page 102 





Versatile Cabinet Pull 


Introduced earlier in the year in chro- 
mium only, Amerock’s new cabinet 
pull met with such immediate success 
that additional finishes have been added 
to the line. It is now available in pol- 
ished chrome, satin chrome, satin cop- 
per and in ebony black. Three features 
of the pull are its graceful design, its 
adaptability to all types of cabinet and 
kitchen arrangements and its versatility 
in application horizontally, vertically, or 
at an angle. Amerock Corp., Dept. AL, 
4000 Auburn, Rockford, Ill. 

Circle No. 204 on Coupon, page 102 
(continued on page 82) 










Holds 147 Pieces 


New high capacity dish- 


washers automatically 
the wash and dry at one time 

is all dishes used in a day by 
a family of four, hold 147 
pieces in each load. Frigi- 
daire Div., General Motors 


AL, Corp., Dept. AL, Dayton 
1, Ohio. 
page 102 Circle No. 208 on Coupon, page 102 
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New Signode Power Strap Feeder 


Speeds Strapping of 4’x 8’ Panels 


No helper to feed the strap back...no walking 
around the bundle! The new Signode Model PSF-1 
Power Strap Feeder takes the strap, feeds it down 
behind and under the bundle to the operator, in 
seconds. In this picture, the operator has applied the 
first of three straps around a bundle of pre-finished 
plywood. He is tensioning it with Signode’s air- 
powered seal feed strapping machine, the Model AP. 
It delivers pre-set tension every time, seals and cuts 
off the strap in one stroke of the handle. 
Veneer, plywood, wallboard, chipboard, and mill- 
work are examples of the items on which the use of 
these machines promises strapping savings of 50% 
the foot button—the 4% horsepower motor of the a in strapping-labor costs alone. Yet this 
PSF-1 feeds the strap back to you at the bottom Signode power strapping equipment...feeder and 
front of the bundle. Releasing the foot button tool...can be rented for less than $5.00 a week! 
ejects the strap from the feeder, ready for tension- 
ing. Strap chute sections and adjustable frame 
supports to fit your bundle are supplied. 


Feed the strap into the motorized feeder and press 


The Signode man near you will be glad to demon- 
strate either or both of these machines. Call him, 
or write Signode for literature. 


SIGNODE STEEL STRAPPING CO. 


Y 2605 N. Western Avenue, Chicago 47, Illinois 


ee Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 
First in steel strapping in Canada: Canadian Steel Strapping Co., Ltd., Montreal » Toronto 
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NEW PRODUCTS Spring Roller Cabinet Catch 


(begins on page 80) A new type Spring Roller Catch is said 
to give effortless closing and firmer hold 
ing because of the Ajax exclusive new 
hinged-action pivot point roller. Other 
design features include double ridged 
strikes that cradle roller in front and 
back, eliminating necessity for accurate 
alignment and quieter operation, says 
maker. The frame is steel with a tough, 
chrome-bright finish and the spring is 
steel piano wire. Catch is available with 
a strike for lip door applications (stock 
No. 33); under shelf or flush door appli- 
cations (stock No. 34); or with both 
strikes (stock No. 35). Ajax Hardware 
Sales Co., Dept. AL, 4355 Valley Blvd., 
Los Angeles 32, Calif. 
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Yale Cabinet Lock Merchandiser 

DD F N [ & i 0 N The new Yale FM-1 cabinet lock mer- 

chandiser is specially designed to bring 

cabinet locks within the realm of impulse 

sale hardware items, says maker. The 

re LEAD-SEAL’ board clearly indicates the proper use of 

each specific Yale lock mounted on it 

The Yale & Towne Mfg. Co., Dept. AL, 
Chrysler Bldg., New York 17, N. ¥ 
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Nails for 


galvanized and 


aluminum 


roofing 


ILCO Lock Display Unit 


A new, compact lock merchandising 
display that takes up less than two square 
feet of counter space is announced. De- 
signed to spark impulse sales on regular 
ly stocked, quick-turnover items, the new 
merchandiser consists of a central blue 
panel flanked by wing-panels in bright 

; , ; A $ - red and framed in natural wood. In ad- 
= ‘ Deniston’s quality “ Lead-Seal dition to cabinet locks, keyhole locks, 
TRIPLE- . 5 metal roofing nail with ‘“Triple- night latches, etc., are attractively mount- 


LOCK pe Lock”’ is heavily zinc-coated for pro- ed, 24 items in all. Base dimensions of 
tection against rust. It insures a a a tS 
‘ ; _— a overall height is 2234”. Independent 

permanent seal through which no Lock Co., Dept. AL, Fitchburg, Mass 

Also moisture can penetrate, because Circle No. 211 on Coupon, page 102 


furnished : fs 
in Ring when the hammer strikes the nail 


Seige ., not the lead), the “bump” and the MAGNETIC a Via 
, lead are forced through the metal - 
All Deniston nails sheet, the sheet springs back over by IVES 
can be shipped in the ‘““bump’’—this solidly locks to- 


somal pod 3. gether the nail, lead and sheet. 


ply corrugated col- Ask your jobber or write to us 
or-board cartons direct for descriptive circulars and 


with hand i . . . : : 
vaniaadion. price information . . . no obligation. 


31 Years of Quality Nails 


THE DENISTON COMPANY 
Lead-head 


Chicago 9, Illinois ROOFING The new No. 325 Magnetic Catch is 


49th & South Western Avenue ® 
NAILS Ss ae td 
My * moderately priced, of popular size and 
Aoe ma® 


IN CANADA: EASTERN STEEL PRODUCTS CO., LTD., PRESTON, ONTARIO has strong, adequate holding power, 10 


Ives Magnetic Catch 
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to 15 pounds, says maker. Self-aligning 
permanent Ceramic type magnet, unique 
design of aluminum case (front and back 
open) permits versatility of application, 
particularly on lip doors where case is 
set back to receive the door panel, yet 
the screw holes are forward to engage in 
the center of the frame. Counter dem- 
onstrators are available. The H. B. Ives 
Co., Dept. AL, New Haven 8, Conn. 
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Plastic Screw Anchor 


Made of plastic for indoor and out- 
door use, the new Wally Screw Anchor 
is said to hold screws in all materials 
and work equally well in hollow or solid 
materials to give permanent mountings 
every time. A flange or collar keeps 
Wally from falling through bottomless 
holes; four gripper-fins prevent turning 
while inserting screw. Wally can be used 
with any Nos. 6, 7, 8, 9 or 10 screw hav 
ing a tapered thread, says maker. To use 
simply drill a 4%” diameter hole through 
hollow material and drive in Wally until 
flange is flush (in solid materials drill 
hole %” deep). The screw must be of 
sufficient length to extend slightly beyond 
anchor when fully inserted. Holub In- 
dustries, Inc., Dept. AL, Sycamore, Ill. 
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Ball-Joint Speed Sander 


For all power drill users who want to 
finish-sand a surface without leaving 
swirls or gouges on wood, composition 
board, plaster or metal, a new drill ac- 
cessory, Swirlaway, is now announced by 
Stanley Tools. The new flexible ball-joint 
sander fits 44” and larger electric drill 
chucks, will not run off the working sur- 
face and will sand in any direction on 
wood grains, says maker. Assembly of the 
tool is accomplished in seconds. It comes 
packed complete in a kit (No. H 145K) 
with three sanding discs and a lamb’s 
wool polishing bonnet. Stanley Tools, div. 
of The Stanley Works, Dept. AL, 111 
Elm St., New Britain, Conn. 


Colonel Logan Room Divider 


A new ornamental iron divider that can 
be installed in minutes is announced by 
the Colonel Logan div. The _ all-steel 
structure consists of a wrought iron col- 
umn and a connecting section of railing 
with a total extension of 5S’ from the wall. 
It can be adjusted to fit ceiling heights 
from 794%” to 82”. It can be used to 
separate living and dining areas, beside 
open Stairs in split level homes, in dining 
and kitchen areas and in_ recreation 
rooms. Many homemakers are finding it 
excellent for stationing a flower box or a 
planter. Colonel Logan Div., Logan Co., 
Dept. AL, 200 Cabel St., Louisville 6, Ky 
page 102 
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“OOK again — THE 


The classic styling of wooden louvered 


doors in popular, profitable 


Only FULL-VU Folding Doors by 
Leigh offer this customer-pleasing ap- 
pearance of full-fledged louvers. And 
trouble-free operation 
keeps customers pleased as the steel 
panels fold silently aside to reveal all 
Available in handsome 
beige prime coat for all standard door 
sizes. Shipped complete in one damage- 
proof carton for handling and stock- 


the smooth, 


the closet space! 


ing convenience. 


LEIGH BUILDING PRODUCTS 


Division of Air Control Products, Inc. 


1858 Lee Street 


P 


Awnings & Canopies 
Closet Accessories 
Full-Vu Bi-fold Doors 


Coopersville, Michigan 


Fula 


FOLDING DOORS 
BY 


| ZBeigh 


y’RE METAL! 


metal! 








POPULAR FLUSH STYLES, 
too, in same superior qual- 
ity, choice of prime coat or 
birch grain finish. 


FREE catatoc 
of all Leigh Build- 
ing products. See 
your jobber or 
write to us. 


BUILDING PRODUCTS 


Outdoor Accessories 
Aristocrat Mail Boxes 
Ventilators 

Folding & Sliding Door Hardware 
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Y’S Bilt-In Visualizer Display 
promotes sales ~ produces pro 


A Show Room in 54 inches 








ify) Inc. 
ac 


Name 


8758 Third Street, N. 
Wisconsin Rapids, Wis. 


Please send me full information on 
PREWAY’S Bilt-In Appliances 





Firm 





Address 





City 


i 
I 
! 
I 
and new Visualizer Display. 
I 
! 
I 
| 
i 


State 
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It moves fast, this mushrooming business of built-in 
kitchens . . . and PREWAY helps you move more of the profitable 
big ticket sales your way with these resaleable cabinet displays that help 
you present the kitchen at its best. In wood or steel, they sell to the eye, 
add luster to your window or floor area . . . just what you want and need 
to show your contractor trade and their customers — and for your own 
do-it-yourself business. 

PREWAY offers Wallchef and Counterchef ovens and ranges in both 
gas and electric models. Each provides the step-saving, automatic con- 
venience features that magnetize women. PREWAY also offers matching 
range hoods — and the best-looking, best-engineered, easiest-to-install 
built-in refrigerator-freezer. 

For these basic reasons dealers everywhere are cashing in with PREWAY 
... and PREWAY’S sales building Visualizer Display. They can be yours 
at low cost under PREWAY’S plan of dealer display allowances. The facts 
are yours for the asking . . . and in terms of greater sales and increased 
profits — well worth asking for. Write 

8758 Third Street, North 
PREWAY Inc. Wisconsin Rapids, Wisconsin 
\ Since 1917 — Pioneer manufacturer of built-in appliances -— 


refrigerator-freezer combinations, gas and electric ovens and 
surface units, ventilating range hoods. 
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aiatniee : Portable Bender 
NEW PRODUCTS 
The new Porta-Bend Portable Bender 


(begins on page 80) enables do-it-yourselfers to do a preci on 
job of bending metal into almost any 
angle or curved form quickly and easily. 
Made of case-hardened, heat-treated steel, 
it’s powerful enough to bend a %”-thick 
piece of cold-rolled steel, up to 144”-wide, 
into nearly any shape, says maker. Per- 
fect for making brackets, clips, wire forms 
and special designs, it easily bends wire, 
aluminum, brass, steel and many other 
metals. Use it as a hand tool, or clamp 
into a vise, put the metal in place and 
a turn of the special key does the rest 
Complete with interchangeable angle and 
curved dies and easy instructions. Edes & 
Co., Dept. AL, 114 N. 13th St., Phila- (continued on page 86) 
delphia 7, Penna. 
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Paint Roller Pail 

a roller pail is designed to 
speed roller painting. The galvanized 
steel pail, available for 9”, 14" and 18” SNe THER HOMASOTE FIRS* 
paint rollers, features a space to rest the ONE — 
roller and a Square corner lip to simplify | eae 
paint pouring. The pail can be moved 
easily by its wire handle, even when full 
and sits firmly on floor or scaffold, an- 
nounces maker. Model C-14 (for 14” 
roller) has a paint capacity of three gal- 
lons; the C-9 holds one gallon and the 
C-18 holds five gallons. Cole Products 
Corp., Dept. AL, P. O. Box 4182, Aus 
tin 51, Tex. 
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NOTE PANL-TILE CEILINGS 


GROOVED VERTICAL SIDING 


6 “boards” at a time 
32 sq. ft. sided with only 50 nails 


EL 


5/8’ THICKNESS OFFERS DEEPER GROOVES— 
DEEP-GROOVING GIVES THAT “NATURAL” LOOK 
WITH INVISIBLE JOINTS 


Homasote Grooved Vertical Siding is the quality 
Drive-it-In Mailbox Post exterior finish that any home can afford. GVS gives Face ol cP onde asa. 

A new mailbox post that is said to the rich effect of 8”-wide vertical planking, yet the bilities from a minimum in- 
eliminate the necessity of digging a hole 4'-wide panels save costs in both time and materials. ee ae 1 
and setting the post in concrete is avail- z ; of materials—which you also 
able. Frame is manufactured from 7/16” This time-proved material has continuous vertical sell. The average selling 
square steel and has two unique built-in grooves every 8” and invisible joints—because of pile for yon 8140 PR be 
anvils that permit driving the post into the exclusive 3-stage groove-lapping. No other terials you already stock. 
the ground with a hammer. Designed to wood-fiber board has the strength of Homasote to pny RM penny ot — 
harmonize with traditional or contempo- take such a deep, attractive groove. Homasote is profits of $31,824 a year. Get 
rary architecture, the post holds large o , ; Saw: akimaeics insulating the full details from your 

’ . » the po Gs large or famous not only for strength, but for insulating Jobber or Homasote Repre- 
small mailboxes. Weighing 11 pounds, it values that make homes cooler in Summer, warmer sentative. 
stands 42” above ground and is 8” wide. in Winter *T.M, Reg. Easi-Bild Pattern Company 
Total height is 62”. Wolfcrest Products, . ; 2 a 
Dept. AL, Michigan City, Ind. In this buyer’s market, prospective home-owners 

Circle No. 217 on Coupon, page 102 want value for their money—in durability and 

Fy weather-protection as well as appearance, 
Carbide-Tipped Saws Find a, “ee Homasote GVS—and other 

A new complete line of carbide-tipped Homasote Products and methods—give 
saw blades is designed specifically for lasting value. Use the coupon today. 
high-speed non-ferrous cutting. Special 
thin kerf is available for thin wall ma- ‘e ee 
ingle ag Mgr a faeces. oe ‘ehae HOMASOTE Send the literature and/or specification data checked: 
life, says maker. These blades are pro- J Grooved Vertical Siding O Panl-Tile (on 4’ x 8’ panels) 
duced in standard diameters, 8” through COMPANY © Easi-Bild Patterns ©) Beveled (clapboard) Siding 
20”, and include design features for both in U. S., kindly address Underlayments Homasote Handbook 
hand-operated machines and power feed Trenton 3, New Jersey. 
automatic applications. DeLuxe Service In Canada: Toronto, Ont.—P.0 
Tool Corp., Dept. AL, 1108 Grand bata yt Rp artey- ADDRESS 
Ave., North Bergen, N.J. 
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What’s Your Answer? (Answers on page 103) 

. What low-cost, single hung aluminum window now has removable sash that per:mi's 
washing from the inside? 

. How many dealer-made tool houses did a New Jersey firm sell the first weekend after 
they were advertised? 

. Name the mower file which brings you 50% profit every time you sell one. 

. By how much does Southern Pine’s timber growth now exceed its actual cut each year? 

. What new merchandiser will enable you to get in the profitable vinyl tile business? 

. How many pre-sold prospects a day are channeled to lumber dealers in the Pittsburgh 
area as the result of a jobber’s downtown display center? 

. What TV show during August and September will carry powerful promotion aimed at 
getting more replacement glass sales for you? 

. What type roofing display used by a Wisconsin dealer has caused considerable customer 
reaction? 

. What three profitable products make up the Larsen family of liquid bonding agents? 

. When and where will the school bell ring for the 2nd annual training school for kitchen 
specialists sponsored by the National Institute of Wood Kitchen Cabinets? 





You can convert 16 sq. ft. of floor space 


into 330 sq. ft. of display space 


with Multiplex Swinging Wing-panels... 


The drawing and the photo illus- wallboard, floor coverings, paneling, 

trate a typical Multiplex installa- roofing, siding, molding, etc. Can also 

tion with ten 30” x 80” panels be used for sample doors. 

which provide 330 sq. ft. of val- Wing-panels are steel-framed, with a 

vable display space. Many deal- beautiful hammered-silver finish. 

ers use this unit to boost sales of Fiberboard, perforated hardboard, and 
other fillers are used. Get the facts on 
this sales-building display equipment? 
mail the coupon today. 


Show it well, and it will sell! 


| MULTIPLEX 


DISPLAY FIXTURE COMPANY 
907-917 North 10th Street, St. Louis 1, Missouri 
Please send me literature on your Display Equipment 
for Lumber Dealers 


Nome 
Company 
Address 


City & State 








NEW PRODUCTS 
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Glass Cutting Tool 


Clipper Diamond Tool Co. announces 
tool that cuts glass in both directions in- 
stead of just in one as indicated by the 
arrow on the conventional diamond glass 
cutter. Anyone can now cut glass like an 
expert by just sliding this Clipper Dia 
mond cutter along a straight-edge or free- 
hand, using light pressure, it is said. The 
cutter utilizes a natural diamond cut on 
both sides and presents a greater radius 
curve to the glass surface so that there is 
always a cutting edge in contact, regard- 
less of angle or direction and it may be 
drawn in both directions with equal suc- 
cess, maker says. Fitted in handly alumi- 
num handle. Clipper Diamond Tool Co., 
Dept. AL, 345 Hudson St., New York 
14,N. Y. 
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Service-Way Dual Door Model 


Called the Model D, a new Service-way 
dual door model, is available. The Serv- 
ice-way line now offers both single door 
and dual door models for basement entry 
installations. The Model D features con- 
cealed torsion bar counter-balancing for 
smooth, effortless operation. Heavy-gauge 
steel is used throughout and the doors 
are reinforced with structural stiffeners 
for maximum strength. The Model D 
Service-way is available in two sizes: 51” 
wide x 64” deep and 55” wide x 72” deen 
The door openings are 44” and 48”. 
Prime-coated and shipped kd, the Service- 
way can be quickly assembled and instal- 
led, says maker. Heatilator Div., Vega 
Industries, Inc., Dept. AL. E. Brighton 
& Glen Aves., Syracuse 5, N. Y. 

Circle No. 221 on Coupon, page 102 
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SQUARE FEET OF FLOOR SPACE 
PUTS YOU IN THE PROFITABLE 
VINYL TILE BUSINESS 


° ® 
..» WITH THIS NEW Bisex a MERCHANDISER ! 


Specially designed for the store with 
limited display space, this merchan- 


diser can put you in the profitable 
New Reinforced Vinyl Flooring - Greaseprocf - Needs bien 


i vinyl tile business, with America’s top- 

value resilient flooring... Vina-Lux! 

Here’s a versatile display that shows 

off ten full-size, 9” x 9”, Vina-Lux ter- 


razzo tones and cork hues, merchan- 
dises up to eighty cartons of 1/16”, 
9” x 9” tile, as well as “do-it-yourself” 
adhesives and installation kits. All are 








fast-moving items! Here’s why: 


Vina-Lux is presold for you — with 
intensive consumer advertising in 
Better Homes and Gardens, Saturday 
Evening Post, Living, Sunset, Home 
Modernizing, House and Garden 
Book of Building, House Beautiful 
Building Manual, and others — with 
hard-selling window streamers and 
in-store display materials — with 
a complete range of dealer advertis- 


ing and merchandising aids. 


See how easy it is to get this display for your store. Find out 
how just 8 square feet on your floor can help open the door to 
bigger profits in’58. Consult your Azrock Wholesale Distributor 


today or mail the coupon now! 


AZROCK FLOOR PRODUCTS DIVISION 
594D Frost Bank Bidg. San Antonio, Texas 


Please send me the name of the Azrock Whelesale 
Distributor nearest me. 


NAME 





AZROCK FLOOR PRODUCTS DIVISION 
FLOORING i 
pRooUuCcTS 


UVALDE ROCK ASPHALT CO 594D FROST BANK BLDG SAN ANTONIO, TEXAS ADDRESS_ 


CITY 
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Wood-Grain Plateboard Paneling 


Luxurious in appearance, Wood-Grain Plateboard is a new 
paneling material given a wood-grain surface at the mill that 
needs no further treatment, says maker. It is available in a va- 
riety of finishes—either oak or walnut in plain, vertical, block 
or random-scored panels. Wood-Grain Plateboard provides a 
perfect backdrop for furniture-complementing room decor. 
Pictured at left is plain-panel Wood-Grain Plateboard in an at- 
tractive walnut finish. Abitibi Corp., Dept. AL, 1580 Penobscot 
Bldg., Detroit, Mich. 
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MEET THE PERSONALITY LOCK 
with loads of exciting 
eye-and-sales appeal. . 


NEW 


TULIP 


DESIGN 


Exceptional Quality, Durability and Economy — a => 
No lock can be installed faster! _—_— 


Lifetime Guarantee 
A sparkling new addition to NATIONAL’S widely SELF-ALIGNING THRU-BOLTS gene GuseaN 
JUST 3 PRE-ASSEMBLED UNITS sen 


popular line of locksets. Gracefully styled; pre- ALL STANDARD FINISHES 

4 4 2 i +4 4 % AVAILABLE WITH OR WITHOUT 
cision engineered quality. Self-aligning thru DEADLOCKING LATE BOLTS 10 
bolts for ease of installation. Available in all EVER OS A) Ry ene 
standard finishes for both residential and com- 


. stil Over 25 Years Manufacturing Fine Builders Hardware Exclusively 
mercial use. Lifetime guaranteed. 


Also matching TULIP design in interior sets NATIONAL HARDWARE CORP. 


for p 9 bath, chamber and closet. NEW YORK: Ozone Park 16 * CHICAGO: 205 W. Wacker Dr. 
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PONDEROSA PINE — SUGAR PINE 
Trade Mark WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 
Annual Production 60 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


—t” PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 
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Why Is 


RIGSID) 


The World’s 


Most Popular 
Pipe Wrench / 


For your profit and your cus- 
tomers’ satisfaction, TAMMS is your 
No. 1 paint seller! Indoors or out, it 
does a top quality job . . . handles easily, 
saves money, looks beautiful — in white and 
a rainbow of colors. 
To Help You Sell... 
Tamms Paints are advertised in 


LIFE, and SAT. EVE. POST 


Tamms S TR ETC a | 
FLAT LATEX PAINT , 

A really first class flat 

latex paint that sells at 

a low price, gives you a 

fast turnover and a very 

healthy profit. In white 

and 10 colors for all 

interior surfaces. 


. . 

Tamms | VP Vinyl Plastic 
All-Purpose PAINT 

Fast-moving, high profit, all- 

purpose paint... simply 

reat for hard-to-cover sur- 

aces, indoors and out. Resists 

industrial fumes, salt and 
acid-air. Won’t yellow or fade 
on cement, stucco, cement 
blocks, asbestos siding, asphalt 
siding and roofs — plaster, 
plasterboard or any interior 
surfaces. 12 ready-mixed and 
12 inter-mix colors and white. 


Tamms SILA-TEX 


TEXTURE PAINT 


Always a good seller—makes 
cracked, old ceilings and 
walls look like new. Seals 
Cracks, Covers, Decorates in 
one fast, easy job. Mixes 


instantly with water—sets up ma, \/ 0 
slowly for easy texturing. cdg /. . 
9 eee J it wasa better pipe wrench 


12 ready-mixed and 12 inter-mix = 
colors and white. when first created 35 years ago, and has been 


Write for details, prices and : . in P : + ' 
: gransitons? materials! improved nearly every year ae bugs in per 
formance, design, materials. Today, it is still 


T the most for the money. For sure sales order 
re | mM mM s INDUSTRIES, CO. / RiaiW from your Wholesaler. 


22g Morn lo Selle & 66 6G ee The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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New Literature 





@ No. 466—Combination square 
and horizontal panel 


Technical Data 


Structural sheets. The role of asbestos-cement structural 
sheets in fast, easy modern home construction is graphically 
illustrated in a new folder, BM-214. Simple vertical-batten 
construction is the most dramatic application of the structural 
sheets in the creation of today’s exciting exteriors. Keasbey & 
Mattison Co., Dept. AL, Ambler, Penna 
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Steelstrapper. An 8-page booklet on the Acme Steel A4 
Pneumatic Steelstrapper shows typical applications, pictorial 
operating instructions and specifications on the new tool, which 
provides power for every operation after the strap is inserted 
rensioning, sealing and cutting are all done by air power. A 
copy of the booklet may be obtained by writing Acme Steel 
Co., Dept. AL, 135th St. & Perry Ave., Chicago 27, III 
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Accent Eight new data sheets for vermiculite concrete roof insula 
tion and roof decks are available. Roof Insulation Sheets Nos 
Home 1 and 2 cover 1:6 and 1:8 mixes over vented galvanized steel 
roof decks. Roof Insulation Sheets Nos. 3 and 4 cover the same 
mixes over structural or precast concrete decks. Roof Deck 
Sheets Nos. 1, 2, 3 and 4 cover, respectively, vermiculite decks 
over fiber insulation and acoustical form boards, glass fiber 
acoustical form board, cement-asbestos form board and paper 
backed wire lath. Vermiculite Institute, Dept. AL, 208 S. La 

Salle St., Chicago 4, Ill 

Circle N 225 on Coupon, page 


Joist construction. A new 25-page, fully illustrated intro- 
ductory manual on construction with Ceco Electro-Channel 
steel joists shows how underfloor electrification can be 
achieved at very low cost, using E/C joists. This system allows 
construction of electrified floors at a cost of only about 50 
cents per square foot over the cost of a standard steel joist 
floor, it is said. Ceco Steel Products Corp., Dept. AL, 5601 
W. 26th St., Chicago 50, Ill 
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@ The garage door is the most 

important door in the modern 

home of today. It must operate 

as easily as an entrance door, and 

should achieve complete @No. C527—Carved Door 
architectural harmony. In the aug- a 
mented Frantz line of Overhead Doors, 

there is a wealth of modern styles to 

blend with and accent the beauty 

of any home design. Frantz doors not 


also provide more in } > convenience oa 
also provide more in home convenience ; [ 
Their ease of opening, Ee 


their mechanical excellence in either 


only add more to home beauty but 3 
t 


Pe 
torsion spring or extension spring types, 

and their many exclusive features, @ No. 250—S5-section horizontal 
are the talk of the industry. Frantz a 
quality is topmost! Virtually 

every part of every door—from Ns Pe : a 
the steel ball bearings in the 
rollers, to the door sections and 
zinc plated hardware—is made 
in our own plants! When you 
feature Frantz Doors you feature 
the greatest combination in 


hamuatan sited and engineering : ’ . 
eauty, quality and engineering @No. F227—Flush Door with “Wouldn’t take $1000 for him. I’ve taught 


Write for Catalog No. 289 molding strip design him to say ‘Don’t forget ‘“Scotcu’’ Brand 

Masking Tape’ with every paint sale!”’ 

FRANTZ MANUFACTURING 
COMPANY 


Sterling, Illinois 
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For handsome paneling... 
suggest LARCH 


for homes...commercial buildings... churches. . 





Get the facts on LARCH. Write for 
FREE illustrated book to: 
WESTERN PINE ASSOCIATION, 
Dept. 706-D, Yeon Building, 


Portland 4, Oregon. 


LARCH — handsome, versatile and durable. For fine 
paneling in residential or commercial building, the deli- 
cately figured grain of Larch, with its satiny surface and 
unusual coloring, makes Larch an admirable choice. Its 
ability to take—and hold—paints, varnishes and stains 
puts Larch among the most versatile of softwoods. In ad- 
dition, it does not mar or dent easily —especially impor- 


:Western Pine Association 


| member mills manufacture these woods to high 
| standards of seasoning, grading and measurement 
‘A | Idaho White Pine - Ponderosa Pine - Sugar Pine 
| White Fir - Incense Cedar + Douglar Fir + Larch 
' Red Cedar-Lodgepole Pine- Engelmann Spruce 


Today's Western Pine Tree Farming Guarantees Lumber Tomorrow 


tant for commercial installations. 

The natural properties of Larch—its brute strength, 
straightness of grain and uniform texture —fit it to heavy 
construction, It is ideal for beams, posts, stringers, joists, 
rafters and studs, 

Available in 3 select, 5 common, 5 structural, 4 dimen- 


sion grades—all carefully dried. Can be ordered in 


straight or mixed cars with other woods. 
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these displays wiil boost your sales of 


Read Devily AMERICAN 
GRADY WEDGES LUMBERMAN 


Transparent plastic container displays 
full assortment of most-needed sizes. 
AS DISPLAY Helps you boost 
; sales of these extra- 

profit wedges. Tractor-Mounted Fork Lift 


WC! DISPLAY A versatile tractor-mounted fork lift, 
which lifts 4,000 pounds at 24” load 
center and 5,000 pounds at 15” load 
center, is announced. The new Sherman 
Fork Lift, with a lifting height of 12’6”, 
has open channel ends to facilitate service 
. of carriage and rollers without dissembIl- 
Attractive two-color : 5 ing the mast. It also has high carbon steel 
card contains complete — = inner rails with replaceable bearing plates 
home assortment of five dif- between inner and outer tower rail masts 
ferent wedges in plastic bag. The Sherman Fork Lift has individual 
12 units to a display card. brakes, allowing turning in close quarters : 
and moves easily over any ground and “oat ap 
under any weather conditions. Sherman 
peti bead Products, Inc., Dept. AL, Royal Oak. Rex Announces New Yard Mixers 
s ‘ Mich. 
a; , The Chain Belt Co. has extended the 
Bie nat on tanld Circle No. 227 on Coupon, page 102 “Rex new look” to include its 5 and 5% 
Nia?Sand 10 yard sizes. Incorporated in these new 
é ik” Ene font models is the modern, functional design 
service and impulse pe, pent 36 , introduced earlier in the larger 6, 6% and 
No. 5 and 24 No. 10 wedges. Also - eae ae yard sizes. A new single-lever control 
available: No. 5 card—36 No. 5’s, No 5 operates clutch, gearshift, brake and au- 
10 card—24 No. 10’s ‘ : i tomatic throttle. All instruments are con- 
; : veniently grouped and are embedded in 
werdicms metin y, ober pal x an attractive aluminum panel. The new 5 
into the head of any handle-type 4 , and 5% models may be equipped with 
tool —they‘ll never come out. ee 3 . either the rear-mounted separate engine 
power or Rex Fepto (front engine power 
take-off). Chain Belt Co., Dept. AL, 
4701 W. Greenfield Ave., Milwaukee 
1, Wis 
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Your “‘Minnesota”’ sales booster in action 


WITH POWERFUL MERCHANDISING— 
COLORFUL, EYE-CATCHING SIGNS 


MINNESOTA PAINTs offers you one of the industry’s 
most complete and most effective sign programs. 
Your friendly MINNESOTA PAINTs salesman will show 
you full color illustrations of bright, customer-di- 
recting signs you may select. He’ll also show you 
dozens of different ways to effectively display them. 

Multi-colored MINNESOTA signs capture your 
prospective customers’ attention. They add a smart 
splash of color to your store front and interior. They 
also positively identify your store with a top quality, 
popular brand paint. Sales-stimulating MINNESOTA 
signs are highly versatile and simple to install. Signs 
are available for the highway, store front, window, 
shelf, island, counters, walls, trucks, and parking lots. 

This complete sign program is just one of many 
valuable merchandising benefits offered to dealers 
by their MINNESOTA paint salesman. Write for full 
details about an Exclusive Franchise and the many 
other advantages of a MINNESOTA PAINTs Dealership. 


. 7 
Minnesota Paints, Inc. 
1103 Third Street South, Minneapolis, Minnesota 


Herman Balka (right), MINNESOTA PAINTS salesman, shows ; j Minnesota \ 


Mr. Joe Perkins Jr., of Grand Prairie, Texas one of the proven 4 PAINTS 
MINNESOTA signs he could use to pull customers to his store. j ; . 


a) 


PLANTS: Fort Woyne © Atlanta © Dallas 
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of good 
Government 











On July 4th America 
celebrates the 182nd 
anniversary of her symbol 
of independence. 
Business has its symbols 
too... standing for ideals 
of quality and service. 
Such a symbol is NOYO 
hallmark of quality in 
: REDWOOD — trademark 
precision balanced F al) Wea of Union Lumber 
double-hung if baa Company, serving dealers 
weed window it idee ie ae for almost three-quarters 
with removable sash ei tikes £ of a century. 


Certified K.D. 
VG & FG Stock 

















Balance 


mechanism Leal SRO fick: All Patterns 





Mouldings 

rirst, show-off the new MALT-A-MAGIC window to : 
all your customers. Be sure and point out that this saett Today with modernized 
double-hung window has a new and different balance . oe mills unsurpassed in the 
system for greater convenience and easier operation. ERs industry, NOYO more 

Let your customers try the easy finger-tip move- than ever can meet 

. : hoes i your specifications with 

ment of both sash .. . let them try the instant sash " MED ee in tee 
removal and replacement from any position . . . up or i : 
down. No gadgets to operate, just push sash to left eh ay bie MIXED CARS 
and remove. mea pant it Careful loading service 

Point out the simple, foolproof, concealed balance that keeps true—once a 
system that engages and disengages sash automat- NOYO Dealer—always. 
ically. Be sure to mention that MALT-A-MAGIC is 
precision milled from first quality Ponderosa Pine, is 


pion egal treated, and features time- ; U N Te) N LUMBER COMPANY 


Before you know it you’ve made a profitable sale 
... and another ... and another. Show all the windows 
in the MALTA line . . . demonstrate them point by rhea CARMERS AND 
point and you'll really be in the money! MANUFACTURERS 
MALT-A-MAGIC © MALT-A-MATIC © MALT-A-VENT 


MALT-A-GLIDE © MALTA TOWN and COUNTRY d ; FORT BRAGG 
CALIFORNIA 


THE 
San Francisco 


Los Angeles 
Park Ridge, Ill. 
ee ee SALES REPRESENTATIVES New York 


Woodworking Assn 


& N.W.M.A THROUGHOUT THE NATION 
MFG. CO. 


Malta, Ohio ie . - 
Supvetis Gatlty Pace 1066 Member California Redwood Association 
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Your newest clerk can take these 


NEW LITERATURE 


yy Hf GC t] t (begins on page 90) 
| House frame design. A 1'4-story house frame design offers 


the advantages of flexible interior planning found in the Teco 





° 
. | trussed rafter system of roof framing, using Wedge-fit ring 
] ICcrease ro 1 S connectors. The design provides homeowners with more living 
e space and builders with an economical roof design to meet 
the demand for larger houses. A copy of the design, No. 620, 
is available without charge from Timber Engineering Co., 
Dept. AL, 1319 18th St., N. W., Washington 6, D. C. 


Circle No. 229 on Coupon, page 102 


Labor & material calculators. Two new publications, “The 
Architects Estimator” and “The Professional Construction Es- 
timator,” have been compiled to assist contractors, firms and 
architects in arriving at preliminary costs, budgets and time 
elements involved in all types and sizes of construction proj- 
ects. “The Architects Estimator” is a reference guide covering 
current unit building costs; “The Professional Construction Es- 
timator” is a labor and material calculator. Both publications 
may be obtained from the Professional Publishing Co. of Pas 
adena, Dept. AL, P.O. Box 5205, Pasadena, Calif 

Circle No. 230 on Coupon, page 102 


Just ‘‘dial 

needed informa Lift truck attachments. A complete catalog on mechanical 
and hydraulic lift truck attachments produced by Little Giant 
Products illustrates 26 ways for owners to get more use from 
their lift trucks. Many of the attachments are designed for use 
with forks, others for carriage mounting. Little Giant Products, 
Inc., Dept. AL, 1508 N. E. Adams St., Peoria 3, Ill 


102 


tion—and then 
“turn out’ the 
labels 


Circle No. 231 on Coupon, page 


So easy to affix > 
Fiberglass panels. A colorful new brochure, illustrating and 


ag anal describing the varied uses of Alsynite translucent fiberglass 
. panels in school construction now is available. The four-page 
clerk's spare folder (S-358) shows how Alsynite installations can daylight 
moments school buildings to save electricity and maintenance costs. Al- 
synite Co. of America, Dept. AL, 4654 De Soto St., San Diego 

<P, 9, Calif. 


Circle No. 232 on Coupon, page 10? 


NEW PLASTIC PANEL 


you can talk about and sell! 





Monarch Price-Marking builds profits 
because: Accurate price and selling in- 
formation creates customer confidence 
increases impulse sales . . . and 
makes sure each sale is at correct price. 
So easy to use Monarch Model 20 “’Dial- 
A-Pricer”’: Just “dial” price-marking in- 
formation. No type to set or stamps to 
misplace. Easily re-set in seconds by a - © Wgher Mahe trenentesten te 
twist of dials! .. . Ideal for varied lines =A i REPS Ie ea 
or limited quantities. Price-marks re- “ © heecter weadiher oddurence. 


tail price, plus other stock or selling it 4 Yours in new, extra-wide 48” 

information on pressure sensitive Senso ie x coverage size at same low cost 
pressure sensitive... ° . ' 7 

of ordinary plastic panels! New 


Labels, Gummed Labels, and String = eqvires no moistening \ / : ; 
; oie . . » odheres to flat ~F size solves dealer inventory 
Tags. Send coupon for information. or curved surfaces ' problems, saves labor and fas- 
i tening costs. Eleven decorator 
colors, strength and load capac- 
ity exceeding industry stand- 
ards, uniform thickness, fire and 
The MONARCH Marking System Company nck), DCAt resistance, new resins, new 
216 South Torrence Street, Dayton 3, Ohio "i ATA CRENNS process. Get all 
“4 j the facts about new Butler 

Stylux — write: 


Fill out the coupon, attach to your letterhead and mail for complete information. 


I am interested in a Monarch Model 20 Dial-A-Pricer price- 


marking machine. Send me information on it—without obligation. 


NAME rs 
’ BUTLER MANUFACTURING COMPANY 
Dept. 101, 3241 N. 7th St. Trafficway, 
Kansas City 1, Kansas 





TITLE 
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BETTER BASE 
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WEYERHAEUSER 4-SQUARE PARTICLE BOARD 
UNDERLAYMENT 


THE SECRET of smooth, beautiful floors is a smoothly 
sanded, uniformly thick base. Recommend the new panel 
material that has been especially engineered for this job 
... Weyerhaeuser 4-Square Particle Board Underlayment. 

Designed for covering rough subflooring or existing LOOK AT THESE 
floors, 4-Square Particle Board Underlayment makes a SALES FEATURES 
smooth, resilient base for tile, linoleum, carpeting .. . 
helps the floor covering look better, last longer. Saws and 
handles like wood yet has no knots, no grain, no knot- 
holes. Can be installed for a fraction of the cost of a fin- 
ished floor underlayment because of the difference in : 
material cost plus substantial savings in labor. Range of thicknesses to fit 

Order from Distributors who maintain warehouse stocks floor level requirements 
of various sizes and densities, or in mixed car shipments 
with other lumber products. Ideal, too, as a core material 
for counter and sink tops, furniture parts, displays. Manu- 
factured in pre-cut 4’x8’, 4’x4’ or 2’x4’ panels. Range of o/ Strong surface bond for 
thicknesses to fit floor level requirements. Send for sample. adhesive installations 


Weyerhaeuser Sales Company 


St. Paul 1, Minnesota 


Uniform smooth sanded 
surfaces 


Can be cut and fitted with 
carpenter tools 


First National Bank Building »¢ 


A WEYERHAEUSER [4-sguare| FOREST PRODUCT 
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LUMBER MAP 


OF FINE 


NORTHERN 
HARDWOODS 


For more than half a century Northern 
Woods have been recognized for their 
high quality and satisfactory service. 
Today's products of the Northern region 
are better than ever—well-manufactured, 
accurately graded, properly dried. Con- 
sult the firms on this column for your re 
quirements in all Northern Woods. 





. Marshfield & Park Falls 

*Roddis Plywood Corp. . Sitersiedie 

Roddis Lbr. & Veneer Co. of Mich., Ironwood, Mich 
Roddis Lb. & Veneer Co., Ltd. 

Sault Ste. Marie, Ontario, Can. 
Complete stock N. Hdwds., Hemlock, W. Pine, Ce 
dor Pred., Maple, Birch, Fig. Hdwd. Ven‘r’'d Doors 

Plywd. Modern Dry Kiln facilities 





Subsidi f 

*Goodman Lumber Co... coiumet & Heclo, Inc 
Sales Office: GOODMAN, WISCONSIN 

Mills at: Goodman, Wisconsin and Mohawk, Michigan 


Northern Hardwoods, Hemlock, White Pine and Bass 
wood, Hardwood Dimension, Planing Mill, Dry Kilns 
Rotary Cut Veneers 





“Copeland Lumber Co...... . Chicago, Ill. 
Mills—Marquette and Newberry, Michigan 


Soles Office — CHICAGO — 228 N. La Salle St 
Hardwoods 


Planing Mills and Dry Kiins 





*+J, W. Wells Lumber Co. . . Menominee, Mich. 


Hard Maple and Ocak “looring. Strip, Herringbone, 
Block patterns. Custom kiln drying. Upper grades 
Hoard Maple and Birch lumber, rough. 





tMember Maple Flooring Mfrs. Assn. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 


AMERICAN 
LUMBERMAN 


Bathroom Accessories 


A new set of Chromac Bathroom Ac 
cessories for home installation combines 
the selling appeal of seven beautiful 
matched fixtures and unusual low price. 
All pieces are made of brass, triple 
chrome plated for lifetime beauty. The 
seven fixtures include paper holder, tum- 
bler holder, soap holder, soap holder and 
grab combination, square towel bars in 
18” and 24” lengths and robe hook. The 
display, which includes one complete 
seven-piece Chromac set, is 29” x 16”. 
It can easily be attached to the walls, or 
used as a counter or in window sales 
stimulator. Standard Steel Cabinet Co., 
Dept. AL, 3701 Milwaukee Ave., Chica- 
go 41, Ill. 


Circle No. 233 on Coupon, page 


Vanitory Bathroom Cabinet 


A new display piece featuring its new 
V-3000 recessed vanitory bathroom cab 
inet is announced by Grote Mfg. Co 
The display includes the cabinet as well 
as an explanatory legend which points 
out the features of the V-3000. The en 
tire display is mounted on four legs 
which makes it self supporting and avail 
able for use anywhere. Grote Mfg. Co., 
Dept. AL, Bellevue, Ky. 


Circle No. 234 on Coupon 


Stanley Catalog 


Just off the press is the No. 58 roto- 
gravure catalog published by Stanley 
Tools. The 48-page booklet has been re- 
designed to include new hand tools and 
engineering changes in the popular lines 
New tools included are the Nailmaster 


Sales Aids 


hammer, second in the series of Stanley's 
all-steel hammers; all-steel tapes in 25, 50, 
75 and 100’ lengths; corrosion-resistant 
zinc-plated saw horse brackets; two types 
of all-steel power kits and new sabre saw 
and sander by Stanley Electric Tools 
The last page of the booklet presents a 
capsule summary of the most recent and 
popular additions to the Stanley Hard 
ware line. Stanley Tools, Div. of The 
Stanley Works, Dept. AL, 111 Elm St 
New Britain, Conn 
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Wood Finish Display 


4 new wood finish display showing 
sample panels treated with both contem 
porary pigmented finishes and penetrat 
ing oil stains is announced. The display 
is counter size and in addition to 14 pig 
mented finish panels and nine stain 
panels, it shows three test panels treated 
with the stain-and-wipe process to illus 
trate “not wiped enough,” “correct,” and 
‘wiped too much.” The display also car 
ries a sample wood panel to illustrate how 
wood graining can be done with Color 
izer Wood Finishes without removing the 
old finish, whether painted or varnished 
A handy pocket on the display offers 
customers a free how-to-do-it pamphlet 
Colorizer Associates, Dept. AL, 345 
North Western Ave., Chicago, Ill 
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MANUFACTURERS 


Since 1879 





EXCHANGE SAWMILLS SaLes Co. 


SOUTHERN and WESTERN WOODS 


Yoncalla Lumber Co. 


Douglas County, Oregon 


1400 R. A. Long Bldg. 
Kansas City 6, Mo. rwx xc-«s« 


DISTRIBUTORS 


Representing: 
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LUMBERMAN 


Show ’em How 

One demonstration—by a prospect to himself 
a thousand words by the most eloquent salesman, accord- 
ing to Jack Cissel, president of Silver Spring (Md.) Build- 
ing Supply. Cissel erected a frame display and hooked a 
Stapler on it so that prospects can actually try their hands 
at installing ceiling tiles. 


is worth 


Double-Check on Contractors 

ELGIN, ILL.—You see Harold T. Seigle above with 
two sets of files on local contractors, a looseleaf notebook 
and a card file. Seigle, president of Elgin Lumber Co., ex- 
plains that the notebook lists contractor accounts for each 
of Elgin’s four salesmen, with sales volume of each account 
by individual month and for current and previous years. 
The card file lists jobs figured the previous month. Con- 
tractors are served in the Elgin yard at a separate office 
from that for consumer customers....another device by 
Seigle to give the professionals the attention which they 
deserve. 
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Mechanical Employe 
CRANSTON, R.I.—Cutting down overhead is a No, 1 


problem these days, but John Corey, secretary, Providence 
Box and Lumber Co., found one way: eliminate part- 
time watchmen. 

Here you see him pointing to the control box of the 
protective system, which serves as a burglar, heat and 
sprinkler alarm. John figures the alarm system saves him 
around $6,000 a year in watchmen’s salaries 


Colorful, Practical 


WILLIMANSETT, MASS 

A cabinet which is also a 
display for closet doors—with 
panels painted lemon, pink, 
turquoise and sandalwood 
is attracting unusual attention 
at Doane & Williams. The 
doors are made from particle 
board and the door track is 
the latest design. Cabinet it- 
self is used to store nuts, bolts 
and other hardware. 


Branded Bundles 
SOUTH BEND, IND— 


Promotion for Great Lakes 
Distributing Co. takes the 
form of printed lumber cov- 
ers, aS pictured at right. The 
wrapped packages are de- 
livered to both retailers and 
to the firm’s industrial ac- 
counts. “As an advertising 
factor you can’t beat clean 
lumber,” said a Great Lakes 
spokesman. 











INTERLANDI 


“EVERYTHING HINGES ON HACER: 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street * St. Louis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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TOOL HOUSE 


(begins on page 68) 





PRESIDENT J. HARRIS NEVILLE explains 
construction details with photos. Instruc- 
tion sheet gives step-by-step directions 
for erection. 


are recommended. The most popular 
weathervane sells for $9.75 and the 
three-foot ramp for $8. 

Although financing 1s offered on the 
basis of 10% down and the balance 
payable within two years, about 75% 
of the customers pay cash for the tool 
houses. 

Knows exact costs. Neville knows 
the fixed cost of each house and con- 
sequently his profit on each unit be- 
fore delivery. The labor on each house 
runs him $36. The wholesale cost of 
materials on the deluxe unit averages 
$60; for the standard model, $52 and 
for the playhouse, $39. Thus the de- 
luxe house that sells for $189.50 costs 
Neville $96; the standard house selling 
for $139.50 costs $88 to produce and 
the playhouse retailing at $99.50 costs 
$75. A full-time carpenter and an as- 
sistant average 10 garden tool houses 
a week. 

“We deliver within a 60-mile radius 
and we usually drop off two of the 
houses on a trip,” says Neville. 

Newspaper display advertising is the 
only media used to advertise the tool 
houses. So far, demand has exceeded 
supply and deliveries run from 10 days 
to two weeks from the time the order 
is placed. 

Summarizing the surprise response 
he has had from the garden tool 
houses, Neville explained: 

“We felt that if we could offer our 
customers a place to store garden tools, 
and household odds-and-ends that we 
could sell more of this merchandise. 
How right we were has been indicat- 
ed in the response we have had. We 
expect to do a tremendous sales job 
with these houses.” 


$200,000 Expansion 


Thompson Lumber Co. is spending 
$200,000 to expand its facilities in the 
Minneapolis area. The firm reports it will 
Start construction of a new yard to cost 
about $100,000 and is moving its Golden 
Valley yard to a new and larger site also 
at a cost of $100,000. The 75-year-old 
firm has two other lumberyards in the 
Minneapolis area. 
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120 Days of 
Peak Opportunity 


TT i LT 





























During the next 120 days more customers 
will come to American Lumberyards than in any 
other period of the year. 


This represents a time of peak sales opportunity. In the 
retail business one of the most effective techniques 

in building sales is suggestive selling. A customer may 
come in to buy studding; ask him if he is going to 

need other materials—gypsum wallboard—lath 

or sheathing. You'll be pleasantly surprised and well 
rewarded by the amount of extra sales and 

profit you will realize from suggestive selling 


When you suggest gypsum sheathing you can be 

certain of satisfying your customer if it’s Bestwall Gypsum 
Sheathing, because Bestwall Gypsum Sheathing is 
reinforced with textile glass fibers, has a core of fireproof 
gypsum, is weather proof, strong. and economical. 

With Bestwall Sheathing, as with all Bestwall 


products, you can be sure of satisfied customers 


During the next 120 peak sales days carry a 
complete line of everything for maximum profits 
For the most complete line of gypsum products 
Bestwall is your best bet. 


To assist you in your selling efforts during the next 
120 days we have developed special merchandising 


aids for your use. Send the coupon below 


iseeROOF CrPsy,, 


Manufactured by Bestwall 


Bestwall Certain-teed Sales Corp., Dept. AL 
120 E. Lancaster Ave 

Ardmore, Pa. 

Gentlemen: 

Please forward me samples of your sales 
and merchandising aids on Bestwall Gypsum 
Company products 


Gypsum Company—sold through 


BESTWALL CERTAIN-TEED 
SALES CORPORATION 


120 East Lancaster Avenue, 


Ardmore, Pa. 


EXPORT DEPARTMENT: | 


New York 17, N 


SALES OFFICES: 


ATLANTA, 


BUFFALO 
CHICAGO 


CLEVELAND, OHIO 


SALT LAKE CITY, UTAH 
SUMMIT, NJ 

TACOMA, WASH 
WILMINGTON, DEL 


GA DALLAS, TEXAS 
NY DES MOINES, |OWA 
TLL DETROIT, MICH 
EAST ST. LOUIS, ILL 


JACKSON, MISS 
KANSAS CITY, MO 
MINNEAPOLIS, MINN 
RICHMOND, CALIF 
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HELP WANTED 





DETAILER—BILLER 
4 reliable and experienced man wanted by 
old established millwork company in middle 
west. Must be qualified in architectural mill- 
work. Good salary and opportunity. Please 
give ful tai of experience, personal 
back gre availability. Address Box 


nt t I 
imberman, inc 


RARE OFPORTUNITY 
FOR TOP MILLWORK MERCHANDISER 
To mana 
in Midwest! A million dollar business. Over 
35,000 ft. warehouse. Modern building, air- 
nd showrooms. Must 
know millwork and merchandising and how 


gea re £oing ! company 


conditioned offic 
andle sale xxcellent salary and 
Permanent } Send your back- 
nd per il information. Write Box 

! rman, Inc 


UNLIMITED OPPORTUNITY 
FOR AGGRESSIVE MAN 


60 year old fir ffers exclusive franchises 

r potential in building 
and lumber ir stry Advertised, guaran- 
teed. Factory training and assistance. Small 
investment for inventory. First year profit 
should be _ $10,000 nereasing thereafter 
through repeat business. Give details of ex- 
I I Interview with com- 
pany officer w b arranged. Present 


Address Box 


perience in first 


associates Know of this ad 


D-36 American Lumberman, Inc 


SALESMAN 
wood preferably witl following 
Eastern par 


Dasis, headqua 


dwoods and ply 


entire 


witr 
American Lumberman, I 





BUSINESS OPPORTUNITIES 








FOR SALE: 97% of capital stock of Tap- 
pahannock Supply Co., Inc. of Tappahan- 
nock, Virginia. Sound, going retail building 
supply and wholesale lumber business es- 
tablished 1928 in progressive and growing 
community. Equipment and facilities in ex- 
cellent condition. Gross assets $265,000.00 
liabilities $25,000.00 

Executors, Estate of S. Lester Burrougl 

Tappahannock, Virginia 





SALES REPRESENTATIVES 
AVAILABLE 





Manufacturers Representative, experienced 
in Building Material field, wants good con- 
nection on Plywood, Moulding, Paneling 
Doors, Millwork, with protected territory 
in Southern States calling on Building Ma- 
terial jobbers. Write Box 4573, Jackson, 
Mississippi 


100 








SALES REPRESENTATIVE 
WANTED 





MANUFACTURER'S REPRESENTATIVES 
WANTED to sell Aldor’s exclusively design- 
ed Fiberglas-Plastic, Aluminum, and Steel 
Overhead Garage Doors. Exceptional oppor- 
tunity for agents now handling wood garage 
doors or line of building produc 


accounts which could be our prospects. Give 
i 


sold 


full information, lines, territories covere 
et 

Aldo 

4300 

Miam 


Wanted: Ci ss mber a 

ell 100 Kiln Dr Ponderosa Pine 
large Eastern Oreg« l. Territories 
in all of Illinois and parts of Wiscor 
Michigan, Indiana. Production 160,000 
day—can include Mouldings. wrapped 
elling, etc. Some Mixed Species. State 
experience and references. Address Box 
23 American Lumberman, Inc 





SITUATIONS WANTED 





Bookkeeper—familiar lumber te middle 
age; self employed for some tim Like dis- 
tribution yard, wholesale or some manufac- 
turing. Consider other. Addres 30x D-28 
American Lumberman, Inc 


Yard foreman, 20 years experience arried 
good reputation, have references. Can han- 
dle any size yard. Address Box D-39 Ameri- 
can Lumberman, Inc 


Young man, 28, married—2 years College 
8 years experience all phases Retail Lumber 
Business. Prefer Southwest or Midsouth 
Address Box D-40 American Lumberman 


Ine 


Mature Lumberman—30 years 
experience. Will consider profit sharing set- 
ip so owner will take Address 


Box D-41 Americar umbermar nc 


Aggressive 


Experienced lumberman with large metro- 
litan lumber yard, desires to relocate to a 
Experienced in all 
Plans, material 


p 

management position 

phases of retail operation 

listing, purchasing, sales, accounting, budg- 

eting, mark-up and operating cost. The bes 

of references. Address Box D-42 American 
imberman, Inc 





LUMBER & DIMENSION 
FOR SALE 





Have fine boundary of hickory—would like 
to have orders for dimension. Please send 
us your inquiries on all kinds of soft tex- 
tured Appalachian lumber. Address Box D- 
24 American Lumberman, Inc 


SACRIFICE SALE 
40,000 sq. ft. solid lumber LAUAN PANEL- 
LING. All clear stock, no pinwormy, ap- 
proximately 50% each 12” and 33” 75‘ ® 
ngths. Good widths. Paper wrapped—car- 
ton packed. Reply Box D-43 American 


Lumberman, Inc 





RAILS WANTED 





RAILS. New and Relaying, Bought and Sold 
1000 Good Serviceable Kiln Trucks in stock 
M.K. FRANK 
480 Lexington Ave., New York 17, N.Y 
400 Park Bldg., Pittsburgh 22, Pa 
105 Lake Street, Reno, Nevada 


July 7, 


BUSINESS FOR SALE 





Prosperous building material business in 
Michigan's best tourist town. Ample ware- 
houses and yard space. Large. modern sales- 
oom. Best of prospects. Would prefer to 
lease land and buildings. About sixty thous- 
and will cover stock and equipment. Apply 
Box B-43, American Lumberman, Inc 


Profitable Lumber, Concrete Block Manufac- 
turing and Building Materials Business 
500’ Railroad Frontage. Will sell on terms to 
right party. R. N. Graham, P. O. Box 6005, 
Daytona Beach, Fla 


FLORIDA LUMBER YARDS FOR SALE 
Oldest Lumber Yard in small progressive 
Florida town. Merchandise Inventory around 
$20.000.00 (can be reduced), Land, buildings 
railroad siding $7,500.00, Sales (which can 
be increased) $112,000.00. Another Lumber 
Yard at a Florida county seat. Merchandise 
Inventory around $40,000.00. Land. buildings 
railroad siding $15,000.00, Sales $350,000.00 
Cars. trucks and other equipment at ap- 
praised valu.e We will collect our own ac- 
counts. Will deal with principals onlv, n 
brokers. Inventory will be all cash. Land and 
buildings 29 Cash, balance to be paid in 
two years. Reason for selling age of owner 
Send financial references first letter or no 
reply will be made. Address Box D-33 Amer- 
can Lumberman, Inc 


For Sale Lumber yard in small easter’ 
Michigan community. Growing residential 
industrial, agricultural, and resort trade 
Address Box D-44 American Lumberman 
Inc 

For Sale Property. equipment and inven- 
tory of well established retail lumber yard 
ind building material business located sixty 
miles from Buffalo, N.Y. in a_ thriving 
community. Owner selling due to death in 
family. Reasonable offer will be carefully 
considered. Address Box D-45 American 
Lumberman, Inc 


Better than average building material busi- 
ness in rapidly growing upper midwest city 
of 65,000 population. Over 13,000 square feet 
covered storage. Volume from $250,000.00 to 
over $300,000.00. Good profit record and 
well established. Lease of plant considered 
Write Box D-46 American Lumberman, Inc 


Lumber Company in North East Arkansas 
Good location with minimum of investment 
Ample storage and office space. Inventory 
$20,000.00. Sell entire stock, buildings, land 
and equipment $42,000. Cash only. Address 
30x D-47 American Lumberman, Inc 


Business For Sale 
Best location in Mid West city of 75,000 
Excellent Buildings. Will lease. Inventory 
$60,000, good volume. Ill health only reason 
for selling. Address Box D-48 American 
Lumberman, Inc 


For Sale: Lumber, building materials, paint 
builders hardware in small Alaska town. No 
competition in lumber, building material 
Grossing over $100,000 (1957, $127,000). New 
Buildings, one 2'2 stories 49 x 72, one 42 x 70 
basement and one floor. Well equipped busy 
shop. Warehouse area 6500 Sq. Ft. Store 
area 832 and two large apartments. Inven- 
tory about $20,000. Price $42,500 plus in- 
ventory and equipment at book. Address 
Box D-49 American Lumberman, Inc 





RAILS FOR SALE 








New and reconditioned relaying rails, all 
weights, for dry kilns and other purposes 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W.Va 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information 
THE MINNESOTA SPECIALTY CO 
Minneapolis, Minn. 
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The Van-Packer Factory-Built Masonry Chimney assures more sales 
for lumber dealers. Ask your Flintkote salesman about it. He’ll give you 
full details on how you can get more chimney sales and more profit, 
without the fuss and bother of handling bulk materials. You don’t even 
need an inventory you can get immediate delivery from your local 
jobber. (See “Chimneys—Prefabricated” in Yellow Pages.) Just give 
him measurements for height of housing and length of chimney. 


me . 3 
The Van-Packer Chimney comes This counter display National advertising in leading 
in sturdy, easy-to-handle cartons, and other sales aids trade magazines helps pre-sell the 
and includes flashing and cement. make selling easy. Van-Packer to your customers. 


PEPELPET TTL 





Ask your Flintkote salesman about this 


Snap-on 
housing cap 


Brick -design 
panel housing 


Aluminum flashing 


Masonry flue 
sections 


Snap-lock 
drawbands 


Van-Packer Company © Division of The Flintkote Company 


+. 
Van-Packe PAASOMRY Chimney P. 0. Box No. 306, Bettendor!, iowa * Phone: East Moline, Ill. 3-5288 


ULL 


| 
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Nicholson File Co 
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. ~ , . Tamms Industries Co 

Raelens Sat & wate Lo Thomas Products Co 
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CONSTRUCTION MARKET 


(begins on page 72) 





associations in conjunction with FHA 
and VA. 

Our Home Improvement Depart- 
ment was set up in May, 1955. The 
New Homes Department was estab- 
lished in 1952. Our overall volume is 
approximately $500,000 of which 
$200,000 is in home improvements. 
Never being purveyors of gloom, a 
wonderful 1958 is anticipated. Our 
contracts are far ahead of any pre- 
vious 12-month period. 


REPAIR, iowe now: 
ROTH BROTHERS ‘or rove now 


FOR YOUR HOME 
CUNSTALL NEW KITCHEN 





PUT ON A NEW ROOF 
BUILD NEW PORCH © ALUMINUM SIDING 
FINISH YOUR ATTIC * FINISH YOUR PLAYROOM 

* INSTALL A NEW BATHROOM® NEW OR ADDITIONAL WIRING 
“PICTURE WINDOWS © FURNACES 

GUTTERS © Carpentry & Plumbing Repairs 


YOU CAN SAVE UP TO 35% BY 
MODERNIZING NOW 


#@ MONTHS TO PAY-—AS LOW AS $5 A MONTH 
INSURED LOANS AVAILABLE 


FREE! FREE! FREE! 
A 12 POUND 


\ TURKEY 


PURCHASED FROM 
SANDSON'S | 


TO BE GIVEN AWAY WITH EACH INSTALLATION 


ROTH BROTHERS 


HOME IMPROVEMENT DIVISION 
ROUTE 30 EAST IRWIN, PA. 


® UN 3-7300 @ 


FREI: Planning Service by Bernie Roth, 
Available For Your New Home 























AD PROMOTION for firm's home im 
provement division features ‘‘Free Tur 
key"’ as seasonal traffic-builder. 


What’s Your Answer? 
(Questions on page 86 


. Cupples aluminum window. See ad, 
page 6. 


. Twenty-seven. See article, page 68. 


. Nicholson Rotary Mower file. See ad, 
page 3. 


. Twenty-two per cent. See article, page 
38. 


. Vina-lux merchandiser. See ad, page 87. 
. Ten to twelve. See article, page 58. 


. The Perry Mason Show. See ad, pages 
12-13. 


. Large sample board containing 16 col- 
ors. See article, page 60. 


. Tile-Weld, Weld-Crete and Plaster-Weld. 
See ad, page 64. 


10. Michigan State University (East Lansing), 
Aug. 17. See news item, page 7. 
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WEATHERPROOF BARN DOOR 
TRACK AND HANGERS... the favor- 
ite of farmers everywhere. Easy to sell 
R-W No. 36 self-cleaning type track is 
weather and birdproof. R-W No. 423 
Hangers feature roller bearings and 
lateral and vertical adjustment for easy, 
dependable operation. 


""EaR-Way"’ TRACK and 
TROLLEY...R-W No. 239 
Track has ears spaced on 
12 inch centers that are at- 
tached to walls by lag screws 
... bosses hold track away 
from building for free air 
passage. R-W 346'A2B 
Hangers feature ball bear- 
ings and vertical and lateral 
adjustments. 


TRACK and 
HANGERS 


for industrial, 
commercial and 
farm buildings! 


= 

? R-W "“LOCK-JOINT’ TRACK AND HANGERS... 
designed for doors of all sizes and weightsup to 3000 | 
Ibs. Line includes wide range of sizes plus a series of 
“packaged” units that include all necessary hangers, track and hard- 
ware for door installations. Track and Hanger aprons finished in 
grey enamel ... Hanger trucks cadmium plated. Hangers available 
with ball or roller bearings as desired. 


You can be sure of satisfying your customers’ 
exact needs when you stock and sell the 
Richards- Wilcox line of Track and Hangers 
... it's the “QUALITY” line, backed by over 
78 years of experience that will provide a 
fast turnover, increased profits and com- 
plete customer satisfaction. R-W Track and 
Hangers will provide years of dependable, 
trouble-free service...even on doors 
weighing over a ton. Stock-up now. 


WRITE 
TODAY! 


for complete informa- 
tion. Request Catalog 
No. 100-R. 


NEW FEATURE... 
CADMIUM PLATED 
FINISH NOW STANDARD 
ON THE TRUCKS OF 
ALL R-W HANGERS 


ra 
8 mounse wacor | 


INDUSTRIAL s FIRE DOORS 


MANUFACTURING COMPANY DOOR HAROWARI 


"A HANGER FOR ANY DOOR THAT SLIDES" 


fLecTRIC OPERATORS 
“Wade for cach other 


» ow tz 


226 W. THIRD STREET, AURORA, ILL. * Branches in Principal Cities 
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Beach time again 
“Look at Margie’s bathing suit!” 
“T can’t. Some guy has his arm around her. 


* » > 


High noon is when a business man has three martinis before 


lunch. 


ak * * 


Actress: “The director told me if I’d let him kiss me he’d 
give me a small part in his play.” 
Chorine: “Well, what happened?” 
Actress: “I’m going to be the star.” 
Pa * * 
Keep your nose to the grindstone. The shorter it is the less 
trouble it'll get you into 


As for plywood—you can pick up a piece of plywood most 
anywhere. However, if your building situation calls for a grad- 
ed, tested, known value plywood item then you want to deal 
with the MAUK Lumber Co. 

Every square foot of MAUK sold plywood is measured, 
gauged and tested before approval. 

From mill to bill it’s a sure value. You get the best from the 
MAUK Lumber Co 


~ * fod 


Simple Celia says when a fellow starts out by holding a 
girl’s hand, it usually isn’t long before he wants to shuffle the 
whole deck. 

* - ~ 

“How about going out with me Saturday?” 

“T have a date Saturday.” 

“Then let’s make it Sunday.” 

“Tm going out Sunday, too.” 

“How about Monday?” 

“All right, dammit, I'll go Saturday.” 

* * *@ 


Then there was the rich Texan who bought his dog a Cadillac 
to chase. 
©. > . 


Do You Know What Dep'’t.: 

Do you know what a stenographer is? A girl you teach to 
spell, while she looks around for a husband 

Do you know what success is? The ability to get along with 
some people—and ahead of others. 

Do you know what spells success in two words? Stock 
MAUK. 


MAUK Seattle Lumber Co. 
Seattle, Washington 


® =z 


The C. A. MAUK Lumber Co. 
Toledo, Ohio 
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Vari-Pitch 


... the Louvers that FIT 
Modern Building Best! 


Lamm 


THEY’RE ADJUSTABLE H 


Patented design allows each mod 

el to be adjusted to fit several roof 

pitches by lengthening or shorten 

ing baffles. Cuts fitting time to a 

minimum ... makes installation 
a fast and simple. 


THEY’RE ALL ALUMINUM! 


Rugged heavy gauge aluminum 
construction provides maximum 
strength prevents rusting, 
eliminates maintenance problems. 
8 x 8 mesh inside bug screens 
furnished. 


THEY’RE ATTRACTIVELY DESIGNED! 


Construction-tested design com- 
bines ventilating efficiency with 
attractiveness. Smooth surfaces of 
baffles and frames may be painted 
to match siding. 

Vari-Pitch Louvers are econom- 
ical too. Records show they actual- 
ly cost less than the building ma- 
terials they replace. 


THEY PROVIDE MAXIMUM VENTILATION 

Vari-Pitch adjustable louvers af- 
ford the kind of ventilation re- 
quired in modern building . . . to 
meet FHA requirements— to com- 
pliment air conditioning. See chart 
below for the free area of venti- 
lation provided by each model. 


10 Vari-Pitch MODELS AVAILABLE 


Variable Pitch 
Model Min. & Max 
No. 





Free Area of 
Ventilation Provided 


rise per ft.) (sq. inches) 





A33B 6” At 4” pitch— 26.5” At 6” pitch— 31.0” 
A44B 6” At 4” pitch—60.0” At 6” pitch— 63.0” 
A50B 1 At 6” pitch—33.6” At 12” pitch—49.6” 
A56B 12” At 6” pitch—43.7” At 12” pitch—76.7” 
A88B 7 © ge At 6” pitch—63.8” At 12” pitch— 109.2” 
30-4 AY fe At 4” pitch—76.0” At 7” pitch— 147” 
38-5 "to 7” At 4” pitch—82.0” At 7” pitch—196” 
46-6 6 ‘l At 4” pitch—132” At 7” pitch—348” 
54-7 of 4 At 4” pitch—256” At 7” pitch— 500” 
62-8 “ At pitch— 343” At 7” pitch—667” 

















See your dealer or write for information on the complete 
Lo Man Co line of ventilating equipment 


Nation's Largest Exclusive Louver Manufacturer 


Louver MFG. COMPANY 


3603 WOODDALE AVENUE e MINNEAPOLIS, MINNESOTA 
Circle No. 72 on Coupon, page 102 
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Builders’ Hardware for every need by 


There is 4 specific style, 
size or finish to fit 
the job at hand 


In many cases these National Hardware 
creations are so ideally designed that they 
impart a “custom-built” touch to the com- 


pleted installation. 


Many new and ingenious hardware prod- 
ucts have been added to the hardware line 
this past year, in keeping with the ever 
changing popular demand in the home 


construction field. 


National Hardware has long been recog- 
nized for excellent performance in service 
and an unusually 


long service life. 


. 
Ualwnal . 


The finest basic 
materials and the 
most careful pre- 
cision construction 
account in a large 
way for the lasting 
popularity of this 
high quality hard- 


ware line. 


Vedder ~~ WANUFACTURING COMPANY Trincis 
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Sewing the 


bulding trade 
for over 30 years 


Sterling, 


Circle No. 73 on Coupon, page 102 

























WARP’S ¥ 
DISPLAY <= 
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. % f : oer 
io 8 Mesh 


lin pre y & i 
366: I 36° wide NEW! SEMI- hat 
A 28” 26 Wide Ae aaa 
‘Clear Plastic Ore Bein Auer. S He — Clear Plastic Over f 
+ 14” Mesh ; gar Plastic Over © 4 Mesh White 


/ Galvanized Wire. 4 Wvaniged Wi 4, 8 and 14 Mesh otton Cords 
; 1 ni ad Wit Galvanized Wire ‘ w “ ; 


48” widths 7 36” wide %" Mi 
" . bu re . Lin 
The Best and , } Clear Plastic Ov “~y 36” 5 5 4c: 

Biggest Seller. = 4" Mesh Green | as 48" “widths 36 Wide 4 


Guaranteed 2 Years (Lgiton, Cords 


ALL NATIONALLY ADVERTISED Mi au ' 
Retail Prices Subject to Change 
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PACKAGED STORM COVERS 


America’s , 
Fastest Sellin COMPLETE KITS FOR DOORS AND WINDOWS 


Storm Window Kit ith Pan P Jitty-Kratt 


STORM 
READY TO TAPE ON F DOOR KIT 





Picture Window Size 


wi 
Ctorry 


ready 
a Handy Dispense 


RIBBED MATTING AND FLOOR RUNNER 


Piast-O-Mat “|: Vinyt-Mat’ 


ey 20 ft. x 36 inches 
u d ait b. S 2 . 
1 doz. rolls Ca oo : New type of transparent 
60” x 30” <a 3 lastic |= os ‘ plastic wrap—preserves 
Packed in a Shi i food, protects household 
lorful } colors ‘ By See Een @ Individually packaged. articles from harmful dust, 
Bulk Rolls Red, Green, = © Plast lac . ‘ | Contains all materials neces- dirt and moisture 
Beige, Grey, Vinyl Plastic olyethylene —~ sary for a complete family size Comes in convenient 12” rolls, 
50 ft. long in a Dispensing Con 


50’ & 100’ Cartons rab nent 
ais . lack oor nunner 
Lengths Blac Packed Doz. in Counter Display ice skating rink tainer. Packed 1 doz. to display 
carton 


TURNOVER 





Compiete 







Range 

of Practical FULL 
Gomme “THE BEST THAT MONEY CAN BUY” - FOR FARM, HOME & INDUSTRY | PROFIT 
& Widths 







ER ).\ a L Pre-Cut Packaged LL ii 7 . Pre-Cut Round a 
. Cov CoverRA norco ~—— | ‘SuaceCover 
MOISTURE-PROOF 4 Gauge Heavy Duty 


= 
As Low As C L EA R COVE RS oe Black Coverall 


Individually boxed 
SUN-RESISTANT 


and packed 3 toa 
BLACK 


5 HANDY 


SIZES hipper 


5 Sizes 








available in 
6 mil black 













Look for @ 
the Name Coverall is WATERPROOF Individually boxed Y x 12’ of clear COVERALL 
“Warp's” Folded Down on patina tele and packed 3 toa Individually boxed 
COVERALL Rolls for Easier ACID-PROO shipper 

: STAYS FLEXIBLE AT 60 


Selling & Handling 


on the edge BELOW ZERO 











